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Summary 
This management project is divided into two parts that explore the social structures 
surrounding academic entrepreneurs and technology entrepreneurs in the East Midlands 
region of the United Kingdom.  The first part researches the nature of the social structures 
surrounding the two entrepreneurial groups and the second part produces a business plan to 
exploit opportunities present within these social structures. 
Part A: Structural Holes Research 
The aim of the research was to use social capital theory as a framework to analyse the social 
structures surrounding academic entrepreneurs and technology entrepreneurs during early 
stage commercial activity, in order to provide an overall view of the nature of the social 
structures and identify the issues present within each inhibiting economic development.  To 
achieve this information from the available published literature was compared to the findings 
from a series of interviews held with entrepreneurs and other members of the social structure. 
The outcome of the research was the production of two models of the social structures 
surrounding each type of entrepreneur as well as the identification of a number of issues that 
effect early stage commercial activity within the East Midlands region.  The three most 
significant issues resulted as a pre-seed funding gap that inhibits the level of technology 
entrepreneurship, a research commercialisation gap that reduces the level of academic 
entrepreneurial activity, and an early stage management support availability gap that hinders 
access to early stage expertise, knowledge, and advice. 
Part B: Online Bridging Business Plan 
The aim of the business plan was to use the research in part A to develop a proposal for a 
specialist online network that utilises a combination of tools to overcome issues within the 
social structures to increase member interaction across the network. 
The business plan provided is a complete and rigorous document that includes a description 
of the business and the proposed service offering, an analysis of the market environment, 
detail of the business strategy and objectives, a proposition for investment, identification of 
key risks, and a complete set of financials for five years. 
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1. Abstract 
This documentÕs aim is to provide an overall view of the social structures surrounding 
academic entrepreneurs and technology entrepreneurs in the East Midlands, key gaps that 
affect the social structures and inhibit early stage entrepreneurial activity, and the 
methods utilised to overcome the gaps identified. 
To accomplish this aim, social capital theory is drawn upon to develop a framework for 
analysis and three research questions.  The first concerns the nature of the social 
structures and social capital surrounding the entrepreneurs, the second concentrates on the 
structural holes, or gaps, in the social structures, and the last involves the identification of 
methods utilised to bridge the gaps in the social structure including online approaches.  
The framework is then used to analyse, firstly, the available published literature regarding 
relationships in the social structures and, secondly, the data collected from a series of 
interviews with entrepreneurs and other members of the social structure including 
investors, university technology transfer offices, and incubators. 
An overall view of the two social structures surrounding academic entrepreneurs and 
technology entrepreneurs in the East Midlands can now be considered as well as a view 
of the different structural holes inhibiting early stage development and the various 
methods that have been used to bridge these holes.  From the research the three largest 
unresolved structural holes have been highlighted and specific recommendations provided 
for means of resolution.  These holes include a pre-seed funding gap that inhibits the level 
of technology entrepreneurship, a research commercialisation gap that reduces the level 
of academic entrepreneurial activity, and an early stage management support gap that 
hinders access to early stage expertise, knowledge, and advice. 
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2. Introduction 
The aim of this research activity is threefold.  Firstly, it is to analyse the social structures 
surrounding academic entrepreneurs and technology entrepreneurs in the East Midlands, 
focusing on early stage entrepreneurial activity, in order to gain an understanding of the 
key relationships required to provide access to the information and resources needed for 
commercial development.  Secondly, it is to identify the structural holes, or gaps, in the 
social structure that inhibit communication, access to information and resources, and 
ultimately commercial development.  And thirdly, it is to discuss ways of bridging the 
identified structural holes, through the use of both traditional and online means, in order 
to increase commercial development by improving communication and the flow of 
information and resources between the players in the social structure. 
2.1. Background 
The United Kingdom is a world leader in innovation (Dutta, 2009), yet the amount of 
successful technology businesses that are started, and survive, off the back of these 
innovations are small in comparison (Harding, 2007).  The UK Government invests a 
significant amount each year to increase entrepreneurship with seemingly little 
improvement in the number of businesses formed and surviving to make a significant 
economic impact (Levie & Hart, 2009).  This research will propose that the issue 
hindering the creation of new technology businesses and their survival lies in the 
structural holes, or gaps, present in the social network surrounding technology based early 
stage entrepreneurial activity and that by bridging these gaps the overall performance of 
new technology ventures could be increased through improved information flow and 
resource access. 
2.2. Early Stage Entrepreneurial Activity 
This research is bounded in that it concentrates on the East Midlands region of the United 
Kingdom and the social structures surrounding academic and technology entrepreneurs.  
In relation to these entrepreneurs, the research is further bounded in terms of focusing 
specifically on early stage entrepreneurial activity. 
For the purposes of this report early stage entrepreneurial activity is seen to encompass 
three distinct stages (Reynolds et al., 1994), consisting of business conception, gestation 
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and birth, and infancy and growth.  The first stage of the process is dominated by a 
catalyst emphasis, which is drawn from SchumpeterÕs (1934) view that entrepreneurs 
cause creative destruction and are a catalyst of change, and in this case focuses on the 
creation of an initial technology or research based idea and the development of that idea 
into a business concept.  This reflects the starting position of most early stage academic 
and technology entrepreneurs.  The next stage takes an opportunity seeking and 
recognition emphasis, drawn from KirznerÕs (1973) view that entrepreneurs identify 
disequilibrium in markets and capitalise on the business opportunities generated, and here 
concentrates on the process of developing and testing the commercial prospects of the 
business idea through providing a Ôproof of conceptÕ product/service and business model 
to a representation of the target market for assessment.  This stage often involves a 
reasonable level of investment in terms of developing the product/service and business 
model as well as identifying the opportunities in the market.  The final stage has a 
manager emphasis, taken from LeibensteinÕs (1966, 1968, 1978) assertion that 
entrepreneurs manage inefficiencies within businesses by taking creative courses of 
action that improve performance, and is concerned here on reaching a tenable commercial 
position, following the testing of the product/service and business model, and growing the 
business through maximising the performance of resources and securing investor backing 
if required.  In the case of academic and technology entrepreneurs, a commercial position 
is considered to take the form of a university spinout or technology start-up, a licensing 
agreement, or in the case of academic entrepreneurs, a research partnership with industry. 
2.3. Approach 
To ensure that the three identified research aims are fully explored and delivered, this 
document is broken down into four main sections consisting of a literature review, 
methodology, findings, and discussion. 
The literature review explores two streams of information within the published literature 
in order to firstly, construct a framework for analysis based on social capital theory and 
secondly, examine the relationships previously researched in the social structures 
surrounding the entrepreneurs.  The social capital theory framework draws predominantly 
on the work of Burt (1992, 1997, 2000, 2005) and Granovetter (1973) to provide three 
research questions that concern the development of an external view of the social 
structures and social capital surrounding the entrepreneurs, identification of the structural 
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holes, or gaps, in the social structures, and the methods used, both traditional and online, 
to bridge structural holes.  The methodology section then outlines the qualitative 
approach utilised to address the three research questions, which involved conducting 
twenty-one recorded semi-structured interviews with a cross section of the population 
from the social structures.  The findings section uses the data from the interviews 
described in the methodology to address the three research questions in turn in order to 
construct a detailed understanding of the external social structure and social capital 
surrounding the entrepreneurs, the structural holes that exist in the social structure, and 
the methods used to bridge the structural holes.  The discussion section concludes the 
report by bringing together the information from the literature review and findings in 
order to provide an overall view of the social structures linked to the research questions. 
Having defined the approach being undertaken to provide an understanding of the social 
structures surrounding the entrepreneurs and the reasons for the research, the literature 
review will move on to build the social capital analysis framework and explore the 
available literature regarding the relationships within the social structure. 
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3. Literature Review 
As outlined in the introduction, this literature review will be divided into three sections, 
with each one exploring two streams of information within the published literature in 
order to firstly, construct a framework for analysis based on social capital theory and 
secondly, examine the relationships previously researched in the social structures 
surrounding academic entrepreneurs and technology entrepreneurs during early stage 
entrepreneurial activity. 
Drawing on elements of social capital theory, the framework will be used to define three 
research questions that will be explored throughout the literature review and the rest of 
this document.  These questions concern the development of an external view of the 
social structures and social capital surrounding the entrepreneurs, identification of the 
structural holes in the social structures, and recognition of the traditional and online 
methods used to bridge the structural holes. 
3.1. Social Capital and the Social Structures 
To facilitate the study of the social structures surrounding academic entrepreneurs and 
technology entrepreneurs in the East Midlands, social capital theory will be used to 
provide a framework that will be used as the means of analysis (Silverman, 2005, 2006) 
and developing research questions.  Within this section a description of social capital will 
be provided in order to develop an understanding of the overall nature of the social 
structures surrounding early stage entrepreneurial activity. 
3.1.1. Social Capital Definition and Framework 
The study of social capital is diverse in terms of its origins and the evidence cited, and has 
become a key concept across a number of academic disciplines including business, 
political science, and sociology (Burt, 2005), due to the fact that social relationships 
propagate across and influence all aspects of social structures (Adler & Kwon, 2002).  For 
an insight into the breadth of published social capital research, Adler & Kwon (2002) and 
Burt (2005) provide good overviews. 
Considering this diversity there seems to be broad agreement on the definition of social 
capital.  Adler & Kwon (2002) define social capital as being Òunderstood roughly as the 
goodwill that is engendered by the fabric of social relations and that can be mobilised to 
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facilitate actionÓ.  Along similar lines, Putnam (1993) stated Òsocial capital [É] refers to 
features of social organisation, such as trust, norms, and networks, that can improve the 
efficiency of society by facilitating coordination actionÓ.  Other authors concentrate on 
the competitive advantage brought about by social capital, with Coleman (1988, 1990) 
asserting that Òsocial capital is productive, making possible the achievement of certain 
ends that would not be attainable in its absenceÓ.  Burt (2005) postulates that Òthe 
advantage created by a personÕs location in a structure of relationships is known as social 
capitalÓ.  Finally there are others that emphasis access to resources as a result of social 
capital.  Boxman, De Graaf, & Flap (1991) propose that social capital is Òthe number of 
people who can be expected to provide support and the resources those people have at 
their disposalÓ, while Bourdieu & Wacquant (1992) state Òsocial capital is the sum of the 
resources [É] that accrue to an individual or group by virtue of possessing a durable 
network of more or less institutionalised relationships of mutual acquaintance and 
recognitionÓ, and Nahapiet & Ghoshal (1998) assert that social capital is Òthe sum of the 
actual and potential resources embedded within, available through, and derived from the 
network of relationships possessed by an individual or social unitÓ.  It is also recognised 
that this access to resources is reciprocal with Burt (1992) suggesting that social capital is 
access to Òcontacts through whom you receive opportunities to use your financial and 
human capitalÓ. 
From these views of social capital a definition can be constructed, for use during this 
research, which considers the facilitation of action, competitive advantage, and access to 
resources. 
Social capital is a form of capital present within social structures that enables 
individuals and groups to undertake competitive action by gaining access to 
required resources through connected individuals and groups within their social 
network. 
To develop the first research question, further detail is required to underpin the above 
definition in terms of the nature of social capital, the types of connections between 
individuals and groups, and the resources accessed. 
Social capital is distinct from other forms of capital, such as financial or human capital, 
because it is not owned by a single individual but is jointly owned between individuals 
(Burt, 1992; Lesser, 2000) and like human capital, social capital requires maintenance in 
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order to remain an effective asset (Adler & Kwon, 2002).  Social capital can be used as a 
substitute for missing capital or to augment owned capital (Adler & Kwon, 2002) and 
according to Burt (1992) Òsocial capital is at once the resources contacts hold and the 
structure of contacts in a networkÓ.  This suggests that individuals or groups will have 
differing opportunities to use their resources and access resources within a social structure 
based on their position within it, their personal resources, and the connections they hold at 
any given point in time (Lin, 1999).  This highlights a difference between actual and 
potential social capital (Bourdieu, 1985), where potential social capital is the culmination 
of all the possible connections, and resources, within a given social structure.  Therefore 
to understand the social structure surrounding a given individual or group, social capital 
requires mapping in terms of the connections held, the strength of connections, and the 
resources accessed. 
Within the social capital literature there are two views that dominate in terms of defining 
the social structure that provides the best source of opportunity for individuals.  These are 
the Ôexternal viewÕ of the likes of Burt (1992) and Granovetter (1973) and the Ôinternal 
viewÕ of Coleman (1988, 1990).  The external view concentrates on the relations an 
individual maintains with other individuals and views social capital as a resource within 
social structures that binds individuals together, directly and indirectly, facilitating action 
(Adler & Kwon, 2002).  This view stipulates that large diverse networks of weak ties 
provide a significant opportunity to gain access to key resources and information, where 
weak ties are defined as being the external connections to other groups within the social 
structure (Burt, 1992).  The internal view concerns the structure of relations among 
individuals within an organisation or collective (Adler & Kwon, 2002).  This view asserts 
that dense networks of strong ties provide access to resources that can be used to gain 
advantage, where strong ties are termed to be the connections between individuals within 
a collective (Coleman, 1988, 1990; Walker et al., 1997; Ahuja, 2000).  For the purposes 
of this research the external view will be used to explore the social structure surrounding 
the two types of entrepreneur as it concerns the connections from the entrepreneurs to 
external groups as well as the links between the external groups, which is the main focus 
of this study. 
With regard to the strength of connections and network structure, Nahapiet & Goshal 
(1998) provide a model of the three dimensions of social capital, which has been used by 
a number of researchers (Ttterman & Sten, 2005; De Carolis & Saparito, 2006; Lee & 
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Jones, 2008).  This model has structural, cognitive, and relational dimensions.  The 
structural dimension concerns the configuration of the network and the ties within it and 
the cognitive and relational dimensions provide an understanding of the strength of 
connections between members of the social structures.  The cognitive dimension 
highlights the importance of having a shared language and understanding between 
individuals and groups for accessing appropriate resources (Nahapiet & Goshal, 1998; 
Cohen & Prusak, 2001).  In addition to the cognitive dimension, the relational dimension 
identifies how trust (Nahapiet & Goshal, 1998; Cohen & Prusak, 2001) improves the 
strength of relationships within a network.  Together these dimensions will be utilised to 
understand the strength of connections within the overall social structure. 
Resources that can be accessed through the social structure are often identified as 
different types of capital (Bourdieu, 1985; Coleman, 1988; Burt, 1992; Adler & Kwon, 
2002).  For this study several different types of capital will be identified when discussing 
resource access.  The first type is social capital, which has already been described.  Other 
types include human capital, such as the knowledge, skills, and experience held by an 
individual or group; financial capital; technological capital, such as research, ideas, and 
intellectual property; and physical capital, such as facilities and equipment.  This is 
illustrated by the generic social capital network example in figure 1 over the page: 
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Figure 1: Example Social Capital Network 
Through an exploration of the social capital literature, further detail has been provided 
regarding the nature of social capital, the types of connections between individuals and 
groups, and the resources accessed. 
3.1.2. Research Question and Related Literature 
Using this developed understanding of social capital as a framework for analysis, the first 
research question can now be defined and addressed through an exploration of the 
available literature regarding the relationships within the social structures surrounding 
both types of entrepreneur: 
RQ1: What is the nature of the external social structures and social capital surrounding 
academic entrepreneurs and technology entrepreneurs? 
From a review of the published literature regarding academic entrepreneurs and 
technology entrepreneurs, a gap has been identified regarding the provision of an overall 
view of the social structure and social capital surrounding them.  Although the available 
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literature covers particular relationships within the structure, no overall view has been 
offered to date, however the need for a broader view has been recognised (Wright et al., 
2009).  As such, this gap in the research will be addressed through the provision of 
models detailing the overall social structures and social capital surrounding these 
entrepreneurs.  In this section these models will be constructed based on information from 
the existing literature and internet based sources where relevant.  These models will then 
be combined during the discussion with those generated from the findings in order to 
build a robust view of the overall social structures. 
In order to construct these models, the numerous players present within the social 
structure surrounding academic entrepreneurs and technology entrepreneurs, including 
the entrepreneurs themselves, will be divided into groups and described in turn inline with 
the social capital framework outlined for the research question. 
3.1.2.1. Entrepreneurs 
The first group central to this study are entrepreneurs.  Academic entrepreneurs operate 
within the university context and are essential to the commercialisation activities 
emanating from these institutions as they represent the staff and postgraduate students 
that have created intellectual property, through research, that they and/or the university 
wish to commercialise (Shane, 2004).  This commercialisation route taking the form of 
university spinouts, licensing agreements, or industry research partnerships.  University 
spinouts are defined as start-up businesses that have had intellectual property transferred 
to them from a university in return for an equity stake (Nicolaou & Birley, 2003a; Wright 
et al., 2006).  Technology entrepreneurs undertake high technology start-up activity, or 
licensing, based on developing a new technology or integrating existing technologies 
through innovative means (Hargadon, 2005).  They can either develop the technology or 
intellectual property themselves or employ others to develop it on their behalf. 
The potential connections within the social structure that entrepreneurs can require for 
commercial activities include investors, management support, business support, industry, 
and customers (Nicolaou & Birley, 2003b; Neergaard & Madsen, 2004; Vohora et al., 
2004; Ttterman & Sten, 2005; Mosey et al., 2006; Wright et al., 2006; Clarysse et al., 
2007; Mosey & Wright, 2007; Packalen, 2007; Ramussen et al., 2009).  Specifically for 
academic entrepreneurs there is also the connection with the university (Nicolaou & 
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Birley, 2003a, 2003b; Wright et al., 2006; Mosey & Wright, 2007).  Each of these groups 
will now be explored in detail. 
3.1.2.2. Investors 
For this research four initial groups of investors will be considered; banks, development 
agencies, business angels, and venture capitalists.  The role of banks in supporting early 
stage entrepreneurial activity through the provision of loans and overdraft facilities is well 
known, however the level of support in the current recession may have altered.  Within 
the UK and Europe there are a number of regional development agencies that can be 
drawn upon to provide funding support for activities that will improve economic 
development.  The focal agency for this study is the East Midlands Development Agency 
(EMDA), a government body that offers numerous grants and awards for entrepreneurs to 
fund technology development and business growth (EMDA Website, 2009a).  As well as 
aiding entrepreneurs, EMDA is seen to have ties to a number of organisations in the 
region, providing financial support for university commercialisation activities (Lachesis 
Fund Website, 2009), incubators (EMDA Website, 2009b), non-profit business training 
and support organisations (EMDA Website, 2009c), and venture capital seed funds (East 
Midlands Early Growth Fund Website, 2009).  Business angels are high net worth private 
investors, or groups of private investors, who target promising high growth potential 
businesses with funding in return for an equity stake and on occasion a position within it 
(East Midlands Business Angels Website, 2009).  Venture capitalists manage funds on 
behalf of groups of investors and can operate at varying levels in the market from seed 
capital through to major multi-million pound management buy outs/ins (Catapult Venture 
Managers Website, 2009).  Within this research the group of interest are the seed capital 
venture capitalists who seek out early stage high growth potential businesses (E-Synergy 
Website, 2009).  Investments involve taking an equity stake in the business and have well 
defined exit strategies for maximising the return on investment from each business; very 
often the venture capitalist will place an individual on the board of the business invested 
in to safe guard its interests (Catapult Venture Managers Website, 2009).  This group is 
seen as having connections to entrepreneurs, university TTOs (Loughborough University 
Website, 2009), potential management teams, and EMDA. 
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3.1.2.3. Management Support 
For the purposes of this report, management support concerns the provision of 
experienced commercial human capital and social capital to entrepreneurs to support their 
new business ventures and can be accessed directly as well as through other sources 
including investors (Catapult Venture Managers Website, 2009) and business support 
providers (Connect Midlands Website, 2009a).  Under the management support heading 
are surrogate entrepreneurs, Mentors, and management teams including non-executives.  
Surrogate entrepreneurs are employed to take new ventures forward for a defined period 
of time and can provide human and social capital, based on prior business ownership 
experience, in terms of access to customers and investors (Ramussen et al., 2009).  
Mentors sit alongside the entrepreneur to provide knowledge, experience, and contacts 
when requested.  Management teams are brought into new ventures on a permanent basis 
to strengthen the businesses human capital and social capital (Clarysse, 2007).  Surrogate 
entrepreneurs and management teams are seen to bring credibility to new ventures 
(Vohora et al., 2004). 
3.1.2.4. Business Support 
For this study business support covers several groups.  The largest group are the business 
service providers, such as accountants, lawyers, and other specialists, who provide 
entrepreneurs with a myriad of potential business support services.  In addition to this 
group are incubation centres and non-profit business training and support organisations 
(BTSOs).  For this research the latter group is focused on those BTSOs providing early 
stage high growth potential businesses with subsidised or free training and/or support to 
achieve investment readiness as well as access to the investment community.  They are 
linked to numerous other groups including investors, business service providers, 
universities, and mentors (Connect Midlands Website, 2009b), either for the provision of 
support to entrepreneurs or to gain access to potential clients.  They are also connected to 
EMDA (EMDA Website, 2009c).  Available to both academic and technology 
entrepreneurs are incubation centres.  The role of these centres includes the provision of 
office facilities as well as access to an internal tenant business network and an external 
business network (Ttterman & Sten, 2005) that includes business services providers, 
investors, and management support.  The services provided by incubators to 
entrepreneurs are often free or heavily subsidised.  For this research, the incubators 
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targeted also hold ties to EMDA and universities for funding purposes (BioCity Website, 
2009). 
3.1.2.5. Industry and Customer 
For this research, industry is an umbrella term used to describe those partner and supplier 
businesses that primarily provide access to technical resources for entrepreneurs and their 
new ventures, although it is recognised that in the case of academic entrepreneurs 
industry partners may provide financial capital for applied research.  Industry is seen as 
any company with an operational relationship with the entrepreneur. 
Customer is a broad term used during this study to describe those individuals and groups 
that receive the products and/or services from the commercial endeavours of an 
entrepreneur. 
3.1.2.6. Universities 
The final group, which is specific to academic entrepreneurs, are universities.  Within 
them there are three entities of interest, the academic community, the TTO, and the 
business school.  The academic community is seen as a major source of both technical 
human capital and technological capital (Vohora et al., 2004) for academic entrepreneurs.  
TTOs have the specific remit of aiding academic entrepreneurs with entrepreneurial 
endeavours and are seen as the universityÕs conduit to the commercial world (Mosey & 
Wright, 2007).  The TTO provides academic entrepreneurs with intellectual property 
protection services and knowledge of the commercialisation process as well as access to 
external business support, management support, and investors (Nicolaou & Birley, 
2003b).  TTOs in the region are also seen to have a connection with EMDA.  The 
business school is seen to have a connection to academic entrepreneurs and the TTO, and 
although it offers significant human capital to draw upon in terms of staff and 
postgraduates, at present it is an underutilised resource by academic entrepreneurs and 
TTOs (Wright et al., 2009). 
3.1.3. Models of the Social Structures 
Addressing the research question through the available literature has enabled the 
definition of the groups in the social structure, the connections between them, and the 
resources brought to bear by each.  This information will now be used to create first pass 
models of the nature of the external social structure and social capital surrounding 
20 
academic entrepreneurs and technology entrepreneurs.  Figures 2 and 3, below and on the 
following page, provide the models for each of the two entrepreneurial groups: 
 
Figure 2: Technology Entrepreneurs and their Surrounding Social Structure 
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Figure 3: Academic Entrepreneurs and their Surrounding Social Structure 
Within the above figure, blue has been used to identify the entities and network 
emanating from the university cluster.  As can be seen from observation of the two 
figures, academics and technology entrepreneurs share similar networks, however 
academics hold a number of additional connections that can be leveraged to improve 
access to both human and financial capital. 
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3.2. Structural Holes 
3.2.1. Structural Hole Definition 
The term Ôstructural holeÕ comes from BurtÕs (1992, 1997, 2000, 2005) work in which he 
asserts that the weak ties (Granovetter, 1973) between the individuals and groups within 
external social networks can be restrained by structural holes.  Structural holes are 
defined as gaps in the social structure that inhibit the flow of information and access to 
resources (Burt, 1992).  All structural holes occur where there are weak ties, however not 
all weak ties have structural holes.  As previously stated, social capital is described as 
being a shared commodity between two parties (Burt, 1992; Lesser, 2000) and structural 
holes prevent social capital from developing.  By drawing upon Nahapiet & GoshalÕs 
(1998) three dimensions of social capital, structural holes can be caused by a deficit in 
any one of the dimensions or a combination of dimensions.  This includes being unable to 
establish an appropriate connection through the social network due to poor positioning, a 
lack of a shared language and understanding between parties, and/or a lack of mutual 
trust. 
3.2.2. Research Question and Related Literature 
In considering the external social structures surrounding academic entrepreneurs and 
technology entrepreneurs during early stage entrepreneurial activity, structural holes 
provide an explanation why many entrepreneurs are unable to develop the social capital 
they require to access the information and resources needed to undertake successful 
commercial activity.  Therefore, understanding where structural holes occur and what 
information and resources they inhibit becomes key to knowing where improvement 
efforts should be targeted within the social structures.  This leads to the definition of the 
second research question: 
RQ2: What is the nature of the structural holes that exist in the external social structures 
surrounding academic entrepreneurs and technology entrepreneurs? 
Following on from the previously identified gap in the literature, there is also a gap 
regarding the provision of an overall view of the nature of structural holes present 
between all the parties within the focal social structures.  Although specific structural 
holes have been acknowledged between particular individuals and groups within the 
literature to date, these are heavily weighted toward the holes between entrepreneurs and 
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outside parties and often ignore holes between other groups.  Therefore this gap in the 
literature will be addressed by providing an overview of the known gaps from the 
literature, which will then be expanded upon using the findings of the research to include 
a wider view of the structural holes faced by all individuals and groups. 
3.2.2.1. Entrepreneurs 
There are recognised differences between entrepreneurs based on their level of business 
ownership experience (Westhead et al., 2005; Mosey & Wright, 2007), with greater 
experience increasing the chances of resource access and commercial success (Davidsson 
& Honig, 2003; Florin et al., 2003; Liao & Welsch, 2003; Packalen, 2007).  As such 
experienced entrepreneurs have greater human and social capital (Vohora et al., 2004) 
and therefore nascent and novice entrepreneurs have a greater number of structural holes 
to contend with.  Within the literature, many of the identified structural holes are in 
reference to nascent and novice entrepreneurs.  Additionally many of the holes identified 
concern academic entrepreneurs to the neglect of technology entrepreneurs, however 
holes outside of the university context will be considered to affect both types of 
entrepreneur. 
3.2.2.2. Investors, Management Support, Industry, and Customers 
Entrepreneur access to venture capital funding has been identified as a major and 
consistent structural hole (Neergaard & Madsen, 2004; Wright et al., 2006; Mosey & 
Wright, 2007).  This hole occurs due to issues on both sides.  On the entrepreneur side a 
lack of investor readiness and poor understanding of investor requirements is cited 
(Wright et al., 2006), which can include having an underdeveloped business plan, 
product, and management team as well as poor market knowledge and traction.  This is 
further hindered by investor reluctance to invest in high-risk early stage high technology 
businesses as well as due diligence costs that inhibit small-scale investments (Wright et 
al., 2006).  As a result there is a funding gap identified below £500k (Wright et al., 2006), 
which affects entrepreneurs ability to reach a credible investable position due to a 
shortage of development funds for de-risking activities.  Linked with this there is also a 
hole regarding business angel investment, with a lack of specific technical knowledge 
being cited as the reason for angel reluctance to invest in early stage high technology 
businesses (Wright et al., 2006). 
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Further structural holes cited for entrepreneurs undertaking early stage entrepreneurial 
activity include a lack of connections to potential management to fill human capital gaps 
and increase credibility, industry to fill technology capital and operational gaps, and 
customers to build market traction (Mosey & Wright, 2007; Vohora et al., 2004).  A lack 
of prior business ownership experience on the part of nascent and novice entrepreneurs is 
used to explain these structural holes. 
3.2.2.3. Incubators and Universities 
Within the literature only two other groups are discussed regarding structural holes, these 
are incubators and universities.  Generalist incubators are seen to have structural holes in 
terms of making connections to industry specific expertise to aid entrepreneurs operating 
in particular markets and all incubators are seen to have issues accessing advisors and 
mentors to bring human capital in terms of business ownership experience to members 
(Ttterman & Sten, 2005). 
Universities present numerous structural holes; the major hole being the relationship 
between the academic community and TTOs that inhibits the number of academic 
entrepreneurs commercialising research.  There is significant evidence (Shane, 2004; 
Mosey et al., 2006; Ambos et al., 2008) regarding the conflict of interest between 
commercial activities and the traditional role of research and teaching at universities, as 
such commercial work often takes second place to continued research for many 
academics and there are significant attitudinal and institutional barriers for those 
academics wishing to undertake entrepreneurial activities, the peer review system and 
Research Assessment Exercise (RAE) being significant contributors.  For the TTOs there 
are also holes in the connections to external groups including investors, surrogate 
entrepreneurs, management teams, industry, and potential customers (Vohora et al., 2004; 
Mosey et al., 2006; Mosey & Wright, 2007), which signifies that TTOs face many of the 
same issues that all entrepreneurs face in building social capital and that academic 
entrepreneurs have little additional social capital benefits over technology entrepreneurs 
as a result of their university network.  Structural and cognitive reasons are used to 
explain these holes.  The last structural hole to be identified is the lack of a relationship 
that academic entrepreneurs and TTOs have with university business schools (Wright et 
al., 2009), which results in high levels of human and social capital being ignored.  
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University attitudinal and institutional barriers are cited as the reason for this structural 
hole. 
3.3. Bridging and Online Bridging 
3.3.1. Bridging Definition 
Within the work of Burt (1992, 1997, 2000, 2005) and Granovetter (1973), bridging is the 
term used to describe the method of building social capital to overcome a structural hole 
within an external social network, thus enabling the flow of information and capital 
resources.  The method of building the social capital bridge between contacts can take 
many forms, depending on the nature of the structural hole, and the three social capital 
dimensions introduced earlier (Nahapiet & Goshal, 1998) provide a view from a 
structural, cognitive, and relational perspective of how social capital can be developed to 
overcome structural holes.  Structurally this involves improving or changing the 
configuration of the social network, cognitively this requires developing a common 
language and understanding between contacts, and relationally this entails building trust.  
These actions can be proactively undertaken by the individual requiring access to 
resources from another party, however structural holes often introduce the opportunity for 
brokering by a third party to overcome social capital deficiencies between contacts (Burt, 
1992, 2005). 
Drawing again on the three dimensions of social capital (Nahapiet & Goshal, 1998), the 
role of a broker becomes apparent.  Structurally it involves using the brokerÕs social 
network for the benefit of the contacts to augment their personal networks and establish a 
connection, cognitively it includes providing training and information to improve 
knowledge of other groups where a connection is required, and relationally it involves 
providing referrals on behalf of contacts to overcome potential trust issues.  Given the 
groups previously identified within the social structure it is clear that several undertake 
brokerage roles of varying kinds to facilitate social capital generation by entrepreneurs 
and others. 
3.3.2. Online Bridging Definition 
Online bridging can be defined as using online means to build virtual social capital to 
overcome real structural holes between weak tie contacts within social structures.  
Developing virtual social capital through online bridging is a relatively new concept in 
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the area of social capital theory, which few authors have explored.  With regard to the 
published literature, Morse et al. (2007) theorise on the use of electronic technologies to 
aid new ventures to build external connections to access resources and suggest that new 
firms stand a greater chance of survival through the use of these means.  Additionally 
Ganley & Lampe (2009) discuss the design of web 2.0 based online social networks to 
facilitate the building of virtual social capital to overcome structural holes and suggest 
that as well as providing the network construct, sites must be designed to build trust and a 
common understanding between members. 
For the purposes of this research, a focus will be placed on the use of current internet 
technologies as a method of providing online bridging across the social structure to 
overcome structural holes and create virtual social capital to augment real social capital.  
The current technologies of interest to this study include social media such as blogs and 
social networks.  With regard to augmenting real social capital, it is proposed that virtual 
social capital can be generated through online bridging and act as an enabler to create real 
social capital, allowing access to real capital resources and information from the social 
structure.  This proposition will be tested through the research activity. 
3.3.3. Research Question and Related Literature 
With bridging defined in terms of the traditional view and more recent online view the 
third and final research question can now be defined: 
RQ3: How can the structural holes that exist in the external social structures surrounding 
academic entrepreneurs and technology entrepreneurs be bridged? And can the bridges 
be provided by online means? 
No online means of bridging across the social structures have been detailed in the 
available literature in relation to the identified structural holes.  However through the 
research examples will be provided of how online methods have been utilised to foster 
relationships within the social structures.  Of particular interest to the research is not only 
the use of online social networks but also the tools and applications within these networks 
that aid in overcoming cognitive and relational social capital deficits.  Considering 
traditional bridging activity, a review of the literature relating to the structural holes 
previously identified provides several suggestions for methods of bridging between the 
individuals and groups within the social structures.  This section will conclude by 
summarising these recommendations. 
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3.3.3.1. Entrepreneurs 
With regard to new venture formation the importance of creating entrepreneurial teams 
and bringing in experienced entrepreneurs (including surrogate entrepreneurs), managers, 
and board members to provide human and social capital are cited as a means of bridging 
many of the structural holes faced by nascent and novice entrepreneurs (Davidsson & 
Honig, 2003; Neergaard & Madsen, 2004; Vohora et al., 2004; Clarysse et al., 2007), 
although the means of bridging to these outside parties in the first place is not specifically 
addressed, the importance of accessing these individuals early in the start-up process is 
emphasised (Vohora et al., 2004). 
3.3.3.2. Investors 
No bridging means are discussed to enable technology entrepreneurs to overcome the 
structural hole between them and venture capitalists, therefore these entrepreneurs are 
required to look for alternative means of support to reach a post seed stage where they can 
attract venture capitalists.  For academic entrepreneurs, public funds have been 
established in certain regions to provide seed funding to overcome early stage and proof 
of concept hurdles to reach an investable position (Wright et al., 2006; Mosey & Wright, 
2007), with Lachesis being the fund in the East Midlands region (Lachesis Website, 
2009).  In the literature it is suggested that venture capitalists should attempt to bridge to 
entrepreneurs by providing a greater level of detail regarding their requirements for 
investment so that entrepreneurs can be better prepared for engagement (Wright et al., 
2006).  It is also suggested that venture capitalists should use third parties to access to the 
right contacts within complex university structures. 
3.3.3.3. Incubators 
With reference to incubator organisations two suggestions for creating bridges were 
raised.  The first is to maintain links with previous members of the incubator community 
to act as novice mentors and advisors to the existing members and the second is to bring 
support and business service organisations into the incubator environment on a permanent 
basis for the provision of in-house services to members (Ttterman & Sten, 2005). 
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3.3.3.4. Universities 
The majority of the literature that makes reference to bridging revolves around 
universities and academic entrepreneurs.  At the university level it is suggested that 
universities need to bridge the structural hole to the academic community by introducing 
a parallel career structure for academics wishing to undertake commercial endeavours 
(Wright et al., 2009) and ensure appropriate processes and procedures are put in place so 
that the commercialisation process can be understood and incentivised (Wright et al., 
2006, 2009).  The use of spinout success stories is also suggested as a means of reducing 
negativity toward academic commercialisation activities (Nicolaou & Birley, 2003a).  
The need for a greater number of boundary spanning roles between the academic 
community and the commercial parts of the university was suggested as a means of 
bridging between the groups (Wright et al., 2009). 
Within the TTO it has been suggested that recruiting additional staff with greater 
commercialisation expertise could be used to bridge the holes between the university and 
investors, surrogate entrepreneurs, industry, and potential customers (Mosey & Wright, 
2007), and that using the social networks of academic entrepreneurs with prior business 
experience could be an additional means of bridging to these groups.  It is also suggested 
that links should be fostered with private sector companies and experienced entrepreneurs 
with technology investment experience to bridge the hole to venture capitalists (Wright et 
al., 2006). 
The Medici Fellowship, a business training programme for academics, has been 
recognised as a means of providing academics with a greater understanding of 
commercial business (Mosey et al., 2006), which enables cognitive issues to be overcome 
and provides a bridge to industry and customer networks, however it is still recognised 
that these fellows still face issues accessing investors as well as potential surrogate 
entrepreneurs and management teams. 
Finally it has been suggested that universities need to look to build more bridges between 
academics and industry to act as a conduit to increase technology transfer and overcome 
the issues of commercialisation through licensing and spinouts (Nicolaou & Birley, 
2003a). 
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Having undertaken the literature review and defined three research questions, this report 
will now move on to define how these research questions will be addressed through the 
provision of the methodology. 
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4. Research Methodology 
This section is divided into three parts in order to clearly describe the research 
methodology used to explore the social structures.  The first part describes the aims of the 
research, the methodology chosen, and the rational for selecting it.  The second part then 
moves on to provide details of the different participants within the research and how the 
data was collected.  Finally, the third part describes the data analysis approach used. 
4.1. Methodology 
Following the research approach recommended by Bryman (2008), Bryman & Bell 
(2007), and Silverman (2005, 2006) it is important to understand the research aims in 
order to select an appropriate method for obtaining the research material. 
In conducting this research the intention was to firstly provide a clear view of the 
social structures surrounding academic and technology entrepreneurs in the East 
Midlands, the key connections used to access the resources and information required 
to undertake entrepreneurial endeavours, and the major structural holes present 
within the social structure that inhibit access to resources and information.  Secondly, 
by understanding the nature of the identified structural holes, approaches can be 
proactively developed to improve interactions between the players in the social 
structures to increase economic activity. 
This research activity was designed as an explorative study due to the fact that the 
overall form of the social structures is relatively unknown (Silverman, 2005) in terms 
of the players present within them, the connections in place between members, and 
the further connections required.  Therefore a qualitative interviewing approach was 
utilised to allow flexibility while developing a broad understanding of the overall 
social structures and the issues present within them (Bryman, 2008; Bryman & Bell, 
2007).  This approach mirrors several published research articles, as detailed in the 
previous section, which have examined a number of specific relationships within the 
overall social structure in question (Mosey et al., 2006; Mosey & Wright, 2007; 
Wright et al., 2009). 
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4.2. Data Collection 
The qualitative interviewing technique used to collect the research data was to 
undertake semi-structured interviews.  These were used because of the flexibility 
required in dealing with the variety of different interview subjects in terms of their 
position in the social structures and levels of experience.  By using a semi-structured 
approach, interviews could be tailored whilst being undertaken in order to yield 
further information, within the bounds of the three research questions, when clear 
expertise or knowledge was recognised (Bryman, 2008). 
In total, twenty-one interviews were undertaken in order to build the research dataset, 
which ranged in duration from twenty-two minutes to an hour and ten minutes.  This 
number of interviews was required for two reasons, firstly to address the large 
number of different groups in the social structures and secondly to be able to collect a 
reasonable depth of information for each group. 
The interview programme involved five different university TTOs, four academic 
entrepreneurs, four incubation centres, four technology entrepreneurs, two venture 
capitalists, and two BTSOs.  For each of the groups interview subjects were selected 
based on their position within a target organisation, however in a few instances, and 
in the case of the entrepreneurs, subjects were provided through recommendation. 
The academic and technology entrepreneur groups are central to the research study 
and for both groups a spectrum of commercialisation knowledge was needed to 
highlight the differences between novice and more experienced entrepreneurs within 
the social structure, therefore both types were represented in the interviewee 
population.  The TTOs were chosen because they are the commercialisation conduits 
for universities and, in the vast majority of cases, academic entrepreneurs are 
contractually bound to use them for commercialisation activities due to the 
universities ownership of research developed intellectual property.  The exception 
being research that is fully funded by industry.  The incubation centres were 
interviewed because they play a key role in early stage entrepreneurial activity 
through the provision of subsidised office facilities and access to various business 
support services.  For many financially challenged entrepreneurs, incubators offer a 
professional environment without the associated costs.  Another group with the remit 
of aiding entrepreneurs are the BTSOs.  The two specifically chosen for the 
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interviews both concentrate on the provision of support in the area of high growth 
potential investment and investment readiness.  These organisations were deemed to 
be important members of the social structures because they provide access to the 
broader investment community.  Finally venture capitalists were selected due to the 
fact that they can provide the financial resources required by entrepreneurs to 
accelerate the growth of their businesses.  Both venture capitalists chosen have 
experience of seed capital funding and as a result were seen as being able to offer an 
important insight into that area of funding. 
Although the groups selected for the field research represent a broad cross section of 
the players within the social structures, there are other groups that it would have been 
beneficial to gain access to, however given time constraints and access issues this 
was not feasible.  These groups include business angels, senior university decision 
makers, business service providers, surrogate entrepreneurs/business champions, the 
East Midlands Development Agency, banks, and the Lachesis fund.
1
 
The interview structure used for the aforementioned groups covered a standard set of 
topic areas aligned to the three research questions, however given the flexible 
approach taken, some explorative questions were asked during each interview based 
on interviewee responses, knowledge, and information gathered during other 
interview sessions.  Interviews began with questions aimed at gaining an 
understanding of each intervieweeÕs background, which was used as an icebreaker, 
and would then move on to address the three research questions.  For the first 
research question the topic areas covered the role of individual/organisation in the 
network, the key resources/information brought to the network, the key external 
connections in the network, and the resources/information accessed through the key 
external connections.  For the second research question the topic areas covered the 
known gaps in the external connections in the network and resources/information 
needed that are inaccessible.  To address the final research question the topic areas 
covered how individuals/organisations have tried to address known gaps, the known 
                                            
1
 A seed investment fund targeting academic entrepreneurial activity and independently 
managed on behalf of the East Midlands Development Agency, De Montfort University, 
Loughborough University, Nottingham Trent University, the University of Leicester, and the 
University of Nottingham. 
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gaps that are still unresolved, and how online means have been used to try and 
resolve gaps in the network, if at all. 
Interviews were conducted on an anonymous basis and, with the interviewees 
consent, digitally recorded for later analysis.  All interview subjects agreed to the 
recording process.  Due to the large number of interviews and time constraints for 
analysis/research, it was not feasible to undertake full verbatim transcription of the 
interviews.  Instead detailed interview notes, available in appendix A, from the 
digital recordings were adopted as the best alternative to capture the required level of 
information from each interview.
2
 
4.3. Data Analysis 
An inductive approach to the analysis of the research data was used to yield specific 
findings for each of the three research questions.  This approach is often adopted for 
qualitative research (Bryman, 2008; Silverman, 2006) and relies on building robust 
findings by gathering information from multiple sources and analysing the data 
through a process of cross comparison. 
Using this approach, two streams of analysis were undertaken for the academic and 
technology entrepreneurs respectively, with each drawing upon a cross comparison 
of the information detailed within the interview notes to derive findings in terms of 
the nature of the overall social structures surrounding each type of entrepreneur, the 
structural holes inhibiting activity, and methods that have been adopted to resolve the 
holes, by online means or not.  These findings are detailed in the following section. 
 
                                            
2
 If required, the original recordings or full verbatim transcriptions can be provided for any 
given interview upon request. 
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5. Findings 
Inline with the framework and approach used to review the literature relating to the social 
structures surrounding the two types of entrepreneur, this section will be divided into 
three parts to address each of the research questions by drawing upon the data gathered 
from the numerous interviews undertaken.  For information, detailed notes from each of 
the interviews can be found in appendix A.
3
 
5.1. External Social Structure and Social Capital 
5.1.1. Entrepreneurs 
Prior to discussing the nature of the external social structure and social capital 
surrounding the two groups of entrepreneurs, the different entrepreneurs interviewed for 
the research will be described. 
Within the technology entrepreneur group, entrepreneur 1 & 2 are both novices 
undertaking their first start-up businesses, with entrepreneur 1Õs business being in the 
very early stages of development and not having gained any customer traction yet.  
Entrepreneur 3 & 4 are both experienced regarding business ownership, with entrepreneur 
4 currently involved in several businesses and entrepreneur 3 looking for the next 
opportunity.  All the technology entrepreneurs had prior industry experience before 
entering into business ownership. 
The academic entrepreneur group consists of three novice entrepreneurs; with 
entrepreneur 3 undertaking early stage proof of concept activity and entrepreneur 1 & 2 
being more established having gained a degree of customer traction.  Entrepreneur 4 has 
had previous successful spinout experience and has held several senior university 
positions involving improving entrepreneurial activities.  Entrepreneur 1 & 4 had both 
gained industry experience prior to joining academia. 
Inline with the literature review the connections surrounding the two groups of 
entrepreneurs will be described under the categories of investors, management support, 
business support, industry, customers, and the university, although the university category 
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 Throughout this section references to particular interview content in appendix A will be 
designated with the title of the interview subject e.g. TTO 1-5, Technology Entrepreneur 1-4, 
Academic Entrepreneur 1-4, etc. 
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will focus predominately on academic entrepreneurs.  For each connection the social 
capital in terms of resources and further connections will be described. 
5.1.2. Investors 
Within the findings several different investors are highlighted, these include banks, 
EMDA, business angels, business angel consortiums, venture capitalists, research 
councils, the Lachesis fund, and friends and family. 
The use of banks was only mentioned by technology entrepreneur 4 in reference to a past 
start-up business.  The recent financial crisis has dampened the role of banks as funding 
providers in the start-up process, investor 1 stating that it has opened up an opportunity 
for seed fund venture capitalists to fill the gap.  With regard to the wider network, 
investor 2 mentions banks as one source of potential investment candidate referrals. 
The technology entrepreneurs discussed EMDA as a source of grant funding, however no 
funding had been secured by any of the entrepreneurs who had explored the route 
(technology entrepreneurs 1, 2, & 4).  In reference to this, technology entrepreneur 4 
stated that grants are focused toward science and research businesses and not commercial 
enterprises, while technology entrepreneur 1 identified that there is no funding for 
internet based business development.  Drawing on the wider data from the interviews, 
EMDA are an integral part of the social structures and have connections to various groups 
for the provision of financial and other forms of support.  They support several venture 
capital and business angel groups in the East Midlands (TTO 3) including providing 
support for generating investment funds (investor 2) and providing a fund for early stage 
investment that must be matched by private investment (investor 1 & BTSO 1).  EMDA 
is also a significant contributor to the Lachesis fund, which can provide investment for 
commercialisation activity by universities (academic entrepreneur 4).  With regard to 
business support, EMDA provides the majority of funding for both the BTSOs 
interviewed (BTSO 1 & 2) as well as funding for various incubators covering both 
operations and setup activity (Incubator 1 & 2, academic entrepreneur 4).  EMDA also 
has a connection to the regional universities, often through the TTOÕs (TTO 2 & 3), for 
the provision of funding for various commercialisation activities, which includes drawing 
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down funds from the ERDF (European Regional Development Fund)
4
 for the innovation 
fellowship loan programme (TTO 3) and various grants (TTO 2).  Academic entrepreneur 
2 benefited from this link through the TTO by receiving money from an EMDA 
university spinout funding initiative. 
Business angels have been a key source of funding for technology entrepreneur 3 and 
were discussed by both technology entrepreneurs 1 & 2 as a source of funding and a 
means of accessing other networks and resources.  Business angels can get involved with 
the day-to-day management of the business they invest in (BTSO 2), but in the case of 
technology entrepreneur 3 they provided funds and took more of an arms length role.  
Business angel consortiums were seen to be more proactive in the region and have links 
to venture capitalists for the provision of private matched funding for government funds 
and capital for syndicate investments (investor 1).  The consortiums also have 
connections into several incubators (incubator 1 & 4, technology entrepreneur 2) and the 
BTSOs (BTSO 1 & 2) to provide investment readiness knowledge and access potential 
opportunities as well as connections into the universities through the TTOÕs for spinout 
funding purposes (TTO 2 & 3) 
There was a mix of experience with regard to venture capitalists among the entrepreneurs, 
with technology entrepreneur 3 being the only one to receive investment and asserting 
that the interaction aided in growing his network of contacts.  Academic entrepreneur 4 
and technology entrepreneur 1 both acknowledged having interacted with venture 
capitalists, with technology entrepreneur 1 actively seeking to build a relationship with 
venture capitalists for future funding.  Among the remaining entrepreneurs there was 
either a lack of knowledge or a negative view regarding venture capitalists.  In addition to 
the aforementioned relationships with EMDA and the business angel consortiums, banks 
are identified as a source of investment candidate referrals (investor 2).  For management 
support, venture capitalists have access to a broad network of individuals that can be 
brought in to provide due diligence on investment candidates and/or take non-executive 
positions on the boards (investor 1 & 2).  Business service providers, incubators, BTSOs, 
                                            
4
 The ERDF helps stimulate economic development and regeneration in the least prosperous 
regions of the European Union (Communities and Local Government, 2009). 
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business link
5
, and university TTOÕs are all viewed as key connections for providing 
access to investment opportunities (investor 1 & 2). 
Academic entrepreneurs can benefit from research council involvement with their 
university TTOÕs through the provision of funding and other support services.  Academic 
entrepreneur 3 stated that he had received funding from the medical research council and 
had been involved in a sponsored business plan competition with a prize of £25k.  TTO 3 
elaborated that the research council can provide commercialisation funding through the 
TTO of up to £100k for taking forward university intellectual property and in sponsoring 
business plan competitions provide mentors to candidates to aid in the production of 
robust business plans. 
The Lachesis fund was widely recognised by all the academic entrepreneurs and TTOÕs 
as a key source of early stage funding, and management support when required, for 
university commercialisation activities.  Both academic entrepreneur 1 & 3 have received 
funding through Lachesis and academic entrepreneur 1 also gained a board member with 
significant expertise.  In contrast academic entrepreneur 2 had avoided the Lachesis route 
partially due to a lack of understanding.  Academic entrepreneur 4 was able to provide 
background into how Lachesis came into being, describing that the fund was formed by a 
number of regional universities and EMDA to act as an independently managed body that 
would be able to take commercially orientated venture capital investment decisions 
regarding university spinout and licensing opportunities.  This was intended to overcome 
the investment skills gap of the universities and bring serious judgement to funding 
decisions.  Other than the connections with university TTOÕs and academic entrepreneurs, 
Lachesis also has connections with potential management teams. 
The last group to be detailed under the investment category is friends and family.  This 
group was identified by technology entrepreneur 1 & 4 as an important connection for 
early stage funding, and in the case of technology entrepreneur 4 an important 
relationship for testing business ideas and receiving business advice. 
                                            
5
 Business Link is a free government business advice and support service, available online 
and through local advisers.  It is developed in partnership with subject experts within 
government and relevant business-support organisations to help businesses comply with 
regulations and improve performance (Business Link, 2009). 
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5.1.3. Management Support 
Several different groups were identified under the management support category; these 
included surrogate entrepreneurs, mentors, and management teams (covering non-
executives). 
None of the entrepreneurs interviewed had any experience of surrogate entrepreneurs.  
However, within the wider community TTO 2 & 3 and incubator 4 made reference to 
maintaining contact with surrogate entrepreneurs in order to bring them onboard for 
periods to aid driving very early stage businesses forward to an improved commercial 
position.  It was stated that this was important for spinout and germinator businesses 
holding limited business expertise. 
Technology entrepreneur 1 proactively sought out a mentor through his incubator and has 
used this individual for information, advice, and further contacts.  The only other 
entrepreneur to state receiving mentoring was academic entrepreneur 3 who received this 
related to a business planning competition.  Other groups with a stated connection to 
mentors are incubator 2 & 3 and BTSO 1. 
Technology entrepreneur 3 and academic entrepreneur 1 were the only individuals to 
have taken on management personnel into their businesses, in non-executive positions.  
For the technology entrepreneur this came through venture capital involvement and for 
the academic entrepreneur this came through Lachesis and their incubator.  The 
importance of management team access to bring business related human capital into start-
up businesses was also stated as a key connection by four of the five TTOÕs and BTSO 1. 
5.1.4. Business Support 
The business support group is made up of business service providers (such as 
accountants, lawyers, and corporate finance advisors), incubation centres (including the 
East Midlands Incubation Network (EMIN), and BTSOs (including Business Link). 
Business service providers have been identified by most of the entrepreneurs (technology 
entrepreneur 1, 2, & 4, academic entrepreneur 2 & 4) as a necessary relationship for 
undertaking commercial activity and have been accessed directly or through incubators 
and BTSOs.  This group was viewed as a key contact for all the incubators and BTSOs.  
They are also seen as an important referral source, introducing entrepreneurs to venture 
capitalists (investor 1 & 2) and BTSOs (BTSO 1). 
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Technology entrepreneur 1 & 2 and academic entrepreneur 2, who are all novice business 
owners, have benefited from access to the facilities, internal member business network, 
and external business support network provided by their incubation centres.  The 
incubators interviewed were a mix of generalist and specialist organisations and provided 
a range of services to their members from facility and business network access through to 
the provision of business training programmes and surrogate entrepreneur services.  Key 
connections for the incubators include the previously identified relationships with 
business service providers, management support specialists, EMDA, and the investment 
community.  Other connections of importance are the BTSOs that their members use for 
investment readiness training and access to investment opportunities (incubator 1 & 3), 
the universities that provide support and funding for all the incubators, the academic 
community wishing to use the facilities of an incubator (incubator 4), and the university 
TTOÕs that maintain formal and informal relationships with the incubators as a referral 
route for early stage spinout businesses (incubator 1, 3, & 4, TTO 1 & 3), although not all 
TTOÕs maintain a relationship (TTO 4). 
Technology entrepreneur 1 & 2 and academic entrepreneur 1 & 2 all utilised the training 
and support offered by the BTSOs.  This ranged from simple advice and business service 
provider access (technology entrepreneur 2, academic entrepreneur 2) through to 
investment readiness training and investment community access (technology entrepreneur 
1, academic entrepreneur 1).  All the wider connections held by the BTSOs have been 
previously detailed and include for reference the business service providers, incubators, 
mentors, management teams, EMDA, and the investment community. 
5.1.5. Industry and Customers 
Industry is a broad category ranging from small businesses through to large organisations 
and includes the firms operating in a given industrial sector as well as those businesses 
that provide support services to them.  Government funded knowledge transfer networks 
and trade associations are also recognised as part of this group, as they enable players 
from across different industries to exchange knowledge and ideas with government and 
universities (TTO 1 & 2).  The industry link was seen as important by both types of 
entrepreneur, technology entrepreneur 1 identifying the reliance of his business on outside 
industry expertise and technology entrepreneur 3 & 4 highlighting how industry 
partnering had been key to the growth of their businesses in terms of accessing resources 
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and having a base of advocates.  Academic entrepreneur 1 & 4 both stated the importance 
of industry as their client as well as a source of knowledge and funding and academic 
entrepreneur 3 discussed how he was building his relationship with industry to test his 
intellectual property and build credibility.  Others that identified the industry link as being 
important are TTO 1 who identified the importance of industry as a client for licensing 
and a source of sector specific information and incubator 4 who maintains a link with 
industry to bring them into the facility to create tenant partnering opportunities.  In 
reference to the management support group several interviewees identified that a key 
attribute of this group was their industry knowledge and access (investor 1 & 2, 
technology entrepreneur 1, academic entrepreneur 1, incubator 4). 
Customer access was identified as key by all the entrepreneurs and went beyond the 
simple sales relationship.  Technology entrepreneur 1 identified potential customers as 
being important to testing the product of his company, this was a view reflected by 
academic entrepreneur 3 who was undertaking trials using the future customer 
community.  Academic entrepreneur 1 also indentified how customer behaviour had 
influenced the development of his firmÕs business model. 
5.1.6. Universities 
The final category to be discussed is universities, which include the academic community, 
TTOÕs, and business schools.  This category is predominately focused on the support of 
academic entrepreneurs. 
For the academic entrepreneurs the academic community is an important source of 
collaborators for their business endeavours, a source of knowledge from experienced 
academic entrepreneurs, and a means of accessing potential pre-trained employees 
(academic entrepreneur 1, 2, 3, & 4).  For the TTOÕs the academic community is a key 
conduit to be able to find and access research with commercial potential (TTO 1, 2, 3, 4, 
& 5).  Incubator 4 identified how a link with the academic community was important for 
their science-based start-ups for research purposes.  The only other link to be discussed 
was with industry for undertaking funded research and sponsoring education programmes 
(academic entrepreneur 4), although it was recognised that this is an underutilised 
connection. 
The TTOÕs and their representatives are an important contact for academic entrepreneurs, 
acting as a conduit to external funding and support.  Academic entrepreneur 1 & 3 both 
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stated that the role taken by their TTO was important in driving their commercial activity 
forward; however there was some friction noted in the relationship with academic 
entrepreneur 1 & 2 around protecting intellectual property and reaching an equity 
agreement.  Other connections within the social structure, which have been previously 
mentioned, include the academic community, industry, incubators, management teams, 
surrogate entrepreneurs, the investment community, Lachesis, and EMDA. 
The business school is the last group to be explored in this category and a group that went 
unmentioned by the academic entrepreneurs interviewed.  The business school was 
mentioned however by technology entrepreneur 1 who had used a class of MBA students 
to help generate some ideas regarding a problem his business was facing.  It is known that 
this entrepreneur attended the business school, therefore a link to the wider technology 
entrepreneur community cannot be assumed.  Within the wider community several 
interviewees discussed how they are building a relationship with the business school, this 
included TTO 1 using MBA students to provide market surveys for several potential 
business opportunities, incubator 3 drawing on the business school to provide coaching 
and mentoring on the financial side, and incubator 1 receiving most of their tenants by 
way of referrals from business school staff. 
5.1.7. Models of the Social Structures 
Having now explored the findings regarding the nature of the external social structure and 
social capital surrounding the two types of entrepreneur, models of the social structures 
can now be constructed.  These can be seen in figure 4 & 5 over the following pages: 
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Figure 4: Technology Entrepreneurs and their Surrounding Social Structure 
43 
 
Figure 5: Academic Entrepreneurs and their Surrounding Social Structure 
5.2. Structural Holes 
5.2.1. Entrepreneurs 
In undertaking the research the difference in terms of entrepreneur experience levels and 
the number of structural holes reported becomes clear.  Technology entrepreneur 3 & 4 
both stated that because of their prior business ownership experience they wouldnÕt have 
any issues accessing the resources they required to set up a new business.  Also, in the 
case of technology entrepreneur 1 and academic entrepreneur 1 & 4, prior business 
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experience was key to reducing the structural holes related to industry access.  For all the 
novice entrepreneurs, access to the services provided by incubators and BTSOs was 
important to overcome structural holes relating to building the relationships required for 
business formation (technology entrepreneur 1 & 2, academic entrepreneur 1 & 2). 
The structural holes that will be discussed throughout the remainder of this section affect 
numerous players within the social structure.  These holes will be explored under the 
previously used categories of investors, management support, business support, industry, 
customers, and universities. 
5.2.2. Investors 
With regard to investment and structural holes, technology entrepreneurs and academic 
entrepreneurs operate within two different environments during the early stages, with 
academic entrepreneurs receiving opportunities for funding through their TTOs from the 
likes of Lachesis, the research councils, and the university.  Alternatively, technology 
entrepreneurs face significant issues gaining the funding they require to reach a credible 
commercial position (technology entrepreneur 1, investor 2, incubator 2), unless they 
have access to affluent friends and family, which highlights several structural holes. 
The first structural hole is between the technology entrepreneurs and EMDA.  Grant 
funding is available in the region for some types of science based businesses but isnÕt 
more widely available for commercial start-up businesses (technology entrepreneur 4), 
including internet companies (technology entrepreneur 1), which means that many high 
potential start-ups struggle to pay for the business services and development activities 
they require to reach a credible position.  This issue was recognised by several other 
groups in the social structure, with investor 2 stating that funding help to cover business 
fees and get start-ups to the point of being able to attract larger investment is lacking, 
incubator 2 identifying an early stage funding gap between £0-£25k, and incubator 1 
raising the problem of a lack of cash to provide to tenants for business support. 
The next related early stage structural hole is between technology entrepreneurs and 
venture capitalists.  It is driven from the venture capitalist side and occurs because it is 
uneconomically viable for them to undertake investments below a £250k threshold 
(investor 1 & 2, BTSO 1), they have deal cost rules that inhibit smaller investments 
(investor 1), and it can be risky investing in pure start-ups (investor 1 & 2). 
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The final related structural hole is between the technology entrepreneurs and business 
angels, and although not mentioned by the technology entrepreneurs, was identified by 
numerous players in the social structure.  It occurs because there is a lack of independent 
business angels in the region, and the UK (BTSO 1 & 2), and it is difficult to attract 
business angels to invest in complex technology (incubator 4). 
Once a business has reached a more credible and less risky position in terms of its 
business plan, management team, product/service, and market traction a further set of 
structural holes can occur when seeking investment that impact both types of 
entrepreneur. 
The structural holes are between the entrepreneurs and both venture capitalists and 
business angels and can occur because of lack of knowledge in the region among novice 
entrepreneurs regarding raising finance (BTSO 2), which can cause shyness or a fear of 
investors (academic entrepreneur 2, technology entrepreneur 2, TTO 3), differences in 
terms of business valuations (technology entrepreneur 2), and a poor understanding of the 
needs of venture capitalists and business angels (BTSO 1).  Other reasons cited include a 
lack of investors in the region (BTSO 1, TTO 2, incubator 4) and limited sector coverage, 
with the creative industries, social media, and gaming being overlooked (BTSO 2). 
As businesses grow and require further rounds of funding the structural holes can occur 
again due to a funding gap in the region above £2m (BTSO 2, investor 2, TTO 3), 
requiring businesses to look nationally and beyond for capital. 
A further related structural hole is between venture capitalists and business angels and 
occurs because of a lack of business angels to provide private investment to match 
government funds (investor 1), which can result in potential deals being shelved until 
private investment can be found. 
5.2.3. Management Support 
Issues regarding access to management support raised several structural holes that effect 
technology and academic entrepreneurs, however it was the TTOs and business support 
providers that identified these holes, due to their role in providing support to 
entrepreneurs. 
The structural holes were recognised between surrogate entrepreneurs and TTOs (TTO 2 
& 3), mentors and both incubators and BTSOs (incubator 1, BTSO 1), and management 
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teams and incubators, TTOs, and BTSOs (incubator 1, TTO 1, 2, 3, & 4, BTSO 1 & 2).  
In all cases these structural holes occur when trying to access management support for 
early stage businesses and are linked to a lack of contacts through into the management 
support networks. 
5.2.4. Business Support 
With regard to business support there were two structural holes identified by 
interviewees, one between business service providers and the incubators and another 
between entrepreneurs and providers of general business training. 
The first structural hole is seen to affect novice entrepreneurs utilising incubator services 
and centres on an issue the incubators have accessing specialist sector advice and 
expertise, with internet marketing being cited as an example (Incubator 1 & 2).  This 
issue only affected the generalist incubators and suggests a lack of connections into 
industry specific business support networks. 
The second structural hole is seen to affect academic entrepreneurs, but technology 
entrepreneur 4 also highlighted it as an issue.  It focuses on a lack of access to basic 
business training for entrepreneurs, resulting in a lack of understanding of how to run and 
manage a business as well as what help is required to move a business forward (academic 
entrepreneur 1, 2, & 4, technology entrepreneur 4, investor 2).  This is seen to occur due 
to fragmentation in the support networks (technology entrepreneur 4), the fact that only a 
few incubators provide basic business training for their clients (incubator 2 & 4), and in 
the case of academic entrepreneurs, a deficit regarding previous business experience 
(academic entrepreneur 1, 2, & 4). 
5.2.5. Industry and Customers 
The entrepreneurs interviewed all recognised the importance of industry and customer 
contacts to their commercial endeavours and although the need to grow these networks 
was identified, no specific structural holes were highlighted.  However, a structural hole 
was identified between industry and the academic community relating to a lack of 
research funding and commercialisation activity (TTO 1, academic entrepreneur 4).  This 
was attributed to few academics fostering relationships with industry, the underutilisation 
of existing industry relationships, research being conducted without industry input, an 
applied research deficit, and the university peer review system (academic entrepreneur 4).  
47 
This was also seen to have implications for TTOs in attempting to commercialise research 
(TTO 1). 
5.2.6. Universities 
Universities are the final group to consider regarding structural holes and encapsulate the 
academic community, TTOs, and business schools.  The structural hole identified within 
this group is between the academic community and TTOs and is seen to directly affect the 
amount of academic entrepreneurial activity undertaken through universities.  The cause 
cited for this structural hole was the relatively small number of academics willing to 
commercialise research and make the transition to become an entrepreneur (TTO 1 & 3, 
academic entrepreneur 4).  The reason offered for this deficit in commercial activity 
spawns from the traditional research and teaching role of universities, the peer review 
system, and the Research Assessment Exercise (academic entrepreneur 4).  Together 
these factors emphasise the continued production of papers and undertaking research over 
the commercialisation of research. 
Structural holes identified between the business schools and other parts of the universities 
were anticipated, however none were specifically highlighted during the interviews. 
5.3. Bridges and Online Bridges 
Following the identification of the structural holes present within the social structure, this 
section will move on to highlight the bridges both implemented and suggested to resolve 
these holes, including online means when identified. 
5.3.1. Investors 
With regard to the investment community, the first structural holes identified concerned 
technology entrepreneur access to early stage funding to be able to reach a credible 
commercial position.  Several of the entrepreneurs interviewed (technology entrepreneur 
1 & 4) acknowledged that they had used money from friends and family to resolve this 
issue, but this is not a route that is widely available.  The largest incubator interviewed 
had resolved this problem through two means, firstly it had set up its own pre-seed fund 
to be able to provide up to £50k to tenants and secondly it had come together with EMDA 
and a number of universities to be able to supply grants (incubator 4).  Although it is not 
feasible that all incubators will be able to set up investment funds, the opportunity to 
provide grants to tenants is a reasonable approach and was cited by incubator 1 & 2 as an 
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approach they would like to see.  It was stated that grant funding should be decentralised 
and a low level funding structure put in place that enables incubators to provide due 
diligence and administer grants to high potential businesses (incubator 1 & 2).  Linked to 
this is it was also suggested that a system should be implemented by EMDA to provide 
funding to cover the business services required by start-up companies. 
The next structural hole between entrepreneurs and the investment community was seen 
to be due to a lack of a common understanding and a lack of investors in the region.  To 
address this numerous means have been implemented to improve the situation, this 
includes the activities of both the BTSOs interviewed, which can involve introducing 
entrepreneurs to London investors when required.  Incubators provide bridging by 
undertaking investor events that bring together both communities in order to develop a 
common understanding (incubator 1 & 4), which highlights how the early exposure of 
entrepreneurs to investors can be key to building long term relationships (BTSO 2).  A 
further means of bridging has been the running of pitching competitions, which provide 
entrepreneurs with exposure to investors in a safe environment where constructive 
feedback and advice can be received (incubator 2, BTSO 1, investor 2).  To improve the 
investment prospects for university spinouts, TTO 1 has entered into a contract with a 
venture capitalist that provides the investor with first refusal on all spinouts.  Successful 
funded spinouts additionally benefit from management team provision by the venture 
capitalist. 
5.3.2. Management Support 
The management support structural holes identified into the wider social structure have 
predominately been resolved as a result of experience and long term networking (investor 
1 & 2, incubator 4), with venture capitalists holding the largest stated networks of 
potential management candidates to draw upon.  Others were also using the venture 
capitalist networks to find skilled individuals (TTO 4), however for those without the 
experience and venture capitalist connection the East Midlands Champions Network was 
suggested as a means of accessing mentors (incubator 2), but its ability to provide 
individuals with real business ownership experience was called into question (academic 
entrepreneur 4).  The use of online networking tools such as LinkedIn was suggested as a 
means of building a management support network (incubator 4) and drawing on MBA 
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graduates from business schools to take management positions within start-up businesses 
was also mentioned as a way of resolving the problem (BTSO 2). 
5.3.3. Business Support 
Under the business support category the structural hole regarding incubator access to 
specialist expertise was not discussed in terms of bridging, however it was noted that the 
specialist incubators did not share the same issue.  Therefore this hole could be the side 
effect of providing general support to many types of start-up business. 
With regard to the general business training hole, predominately faced by academic 
entrepreneurs, approaches to bridging include the Medici Fellowship (academic 
entrepreneur 3) and the germinator and business planning programmes offered by several 
of the incubator organisations (incubator 2 & 4).  Incubator 3 also identified the need to 
provide a more complete offering for tenants.  The business plan competition run by the 
research council was also seen as a means of increasing academic entrepreneur business 
knowledge. 
5.3.4. Industry 
The structural hole between industry and the academic community for applied research 
funding and commercialisation is an issue for universities but has been bridged by a small 
number of academics within the region (TTO 1, academic entrepreneur 4).  Bridging 
activity in some university departments has involved knowledge transfer partnerships that 
are used to direct funding from industry to pay for speculative research for intellectual 
property that is not market ready (academic entrepreneur 4).  Another recent initiative at 
one university has been to appoint an academic to oversee a fund that will be used to 
drive the university to undertake more industry relevant research (academic entrepreneur 
4). 
5.3.5. Universities 
The final structural hole between the academic community and TTOs inhibiting the level 
of research commercialisation is a long-term problem endemic within university cultures 
and processes.  Several of the TTOs interviewed had tried various means to bridge the 
gap, with methods utilised including placing executives within university departments 
(TTO 3 & 4), recruiting from within departments in order to capitalise on contacts (TTO 
1), and holding regular awareness events with the academic community (TTO 1 & 3).  
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However, none of these approaches seems to have significantly changed the status quo 
and itÕs still the case that only a small number of academics are willing to make the 
transition to entrepreneurial activities.  Some universities were cited as attempting to 
impose new commercially orientated processes on the academic community, but it was 
acknowledged that these were mostly ignored in favour of paper production and 
continued research in order to maintain government research funding levels (academic 
entrepreneur 4). 
5.3.6. Online Bridging 
Within the interviewees, online means of bridging have not been used to address any of 
the identified structural holes although in one case LinkedIn was suggested as a possible 
way of providing a bridge to surrogate entrepreneurs (incubator 4).  Members of the 
social structure have however used online means for maintaining and developing 
relationships for business purposes, which include using LinkedIn to maintain contact 
networks (technology entrepreneur 3 & 4, incubator 4), a blog to maintain contacts and 
promote business activity (technology entrepreneur 1), online marketplaces for accessing 
business services and development resources (technology entrepreneur 1), Twitter to 
promote the activities of the business (technology entrepreneur 1), and an intranet based 
system for sharing external contacts (TTO 4).  Incubator 4 also highlighted that a tenant 
within his facility was developing a social network for scientist and technologists.  One 
issue that was pointed out regarding online means of bridging was the need for services to 
be proactively driven to be effective and TTO 3 & 5 were able to provide examples of 
numerous online initiatives that had faltered including an online intellectual property 
database.  There were no examples provided however of specifically designed social 
networks focused on overcoming structural holes and the mutual needs of the groups 
within the social structure. 
Having detailed the findings with regard to each of the research questions, this 
information will now be discussed in the next section, along with the outcomes of the 
literature review, in order to build a robust view of the social structures surrounding the 
entrepreneurs and an understanding of the major structural holes inhibiting early stage 
entrepreneurial activity. 
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6. Discussion 
Drawing on the literature review and findings, this section will discuss the outcomes from 
the study.  This will include a combined overall view of the nature of the social structure 
and social capital surrounding the entrepreneurs, in addition to discussing the three major 
structural holes impacting early stage entrepreneurial activity in the region, providing 
recommendations as to means of resolution, and considering the implications these holes 
have for decision makers.  The discussion will then transition to address the opportunities 
for broader online bridging across the social structures and the implications for business 
planning. 
6.1. Overall Social Structure and Social Capital 
Combining the models generated from the literature review and findings provides an 
overall view of the social structures surrounding both technology entrepreneurs and 
academic entrepreneurs in the East Midlands.  Figure 6 & 7 over the following pages 
show these combined models: 
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Figure 6: Technology Entrepreneurs and their Social Structure 
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Figure 7: Academic Entrepreneurs and their Social Structure 
Both views highlight the complexity of the network surrounding each type of 
entrepreneur, with many of the players connected to the entrepreneurs by a number of 
different possible routes.  Within the literature it was identified that more experienced 
entrepreneurs have greater social and human capital (Vohora et al., 2004) and the findings 
confirmed this by recognising success relating to the greater number of direct connections 
held by experienced entrepreneurs for resource access.  In contrast, many of the players 
within the social structure exist in order to provide nascent and novice entrepreneurs with 
education to improve human capital as well as acting as brokers to overcome social 
capital deficits and bridge into sources of required resources. 
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Although prior business ownership experience is key to new venture success, or at least 
accessing resources, industry experience was also seen to provide useful connections 
within the network.  Industry access is beneficial for accessing technology and human 
capital, but can also be key to market penetration. 
When further exploring the social structure surrounding technology entrepreneurs, friends 
and family were an important relationship that was not covered in the reviewed literature.  
Technology companies require financial capital to develop the products and services 
offered to the market and in the current recession this group was able to finance early 
stage activity for some of the entrepreneurs, where banks couldnÕt.  Regarding novice 
entrepreneurs, important connections were the incubators and BTSOs.  The role of these 
groups was to recognise high growth potential businesses and provide them with the 
knowledge and resources needed to become established investment ready businesses.  
Related to the role of the business support providers, EMDA has been a key source of 
financial resources making the existence of these organisations possible, however a lack 
of a direct relationship with entrepreneurs made it difficult to access grant funding for 
new business development. 
Examining the social structure surrounding academic entrepreneurs provides a different 
view from the technology entrepreneur structure in that there are a greater number of 
funding providers for early stage development and an entire support structure to facilitate 
commercial activity.  Academic entrepreneurs can use the incubator and BTSO services 
offered to technology entrepreneurs but they also benefit, through the TTOs, from access 
to funding through Lachesis and the research councils.  This results in academic 
entrepreneurs not having to face the same early stage funding difficulties as technology 
entrepreneurs.  EMDA also takes a much broader funding role in relation to academic 
entrepreneurship and is the major financial backer of the Lachesis fund as well as the 
business support organisations.  Within this social structure the need for business 
management skills to supplement academic technical expertise was widely recognised by 
the interview population and links to management support were identified as key to 
driving spinouts and achieving a credible investable position.  Given the importance of 
these connections it was interesting to note the weakness of relationships into these 
networks, with only the venture capital community holding any worthwhile connections.  
A further under developed relationship was that between TTOs and business schools.  It 
is recognised that it is not necessarily the most appropriate connection for general 
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business support services, however the opportunities regarding the use of highly educated 
students, graduates, and staff for business planning related activities seems to have been 
overlooked by many. 
Building on these views of the social structures three of the most significant structural 
holes will now be explored and recommendations will be provided as to ways of 
resolving the issues. 
6.2. Pre-Seed Level Funding Gap 
There were several funding issues discussed in the literature and the findings, these were 
the pre-seed funding gap effecting technology entrepreneurs that exists in the £0 to 
roughly £250k bracket, investment challenges in the £250k to £2m bracket, and a funding 
gap in the region above £2m.  Given that the focus of this study relates to early stage 
activity, the funding gap above £2m will not be explored further, except to state that 
businesses wishing to undertake multiple rounds of funding must venture further afield in 
order to garner support.  With regard to the challenges faced in the £250k to £2m bracket, 
the activities of EMDA in setting up early stage investment funds in partnership with 
venture capitalists and financing several different investment related business support 
services is tackling this issue.  Investment education and awareness levels are slowly 
rising in the region and although it is recognised that much more effort is required to 
change attitudes toward investment, it is a challenge that is being addressed.  The 
remaining funding gap at the pre-seed level, identified in the literature to be below £500k 
(Wright et al., 2006) and in the findings to be below £250k, seems to have been largely 
overlooked within the region and places a significant hurdle in front of entrepreneurs 
wishing to start technology based business ventures. 
To reach a credible investable position, attractive to venture capitalists, it was stated that 
technology businesses require a good business plan, a well developed product or service, 
the right management team, and a working business model with market traction.  To 
accomplish these things requires funding, especially for the development of the 
technology underpinning the product or service offering.  As stated previously, unless 
money can be secured from friends and family, there are no real options in the region for 
raising the capital required to move forward and banks are currently reticent to provide 
loans. 
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Looking at the information gathered during the interviews there are several examples and 
suggestions regarding pre-seed funding that could be considered in looking to bridge the 
gap for technology entrepreneurs.  The first is the Lachesis fund, operated independently 
on behalf of EMDA and several regional universities.  This fund provides an initial 
investment of £25k to successful academic applicants with the opportunity of further 
funding up to a maximum of £250k, which acts to bridge the widely recognised funding 
gap.  This fund has been successful in the region and is a model that could be used for the 
benefit of technology entrepreneurs.  The second example is the pre-seed fund established 
by incubator 4 for investments of up to £50k into businesses emerging from their 
germinator programme.  The incubator has the opportunity to observe these businesses 
over time and undertakes the necessary due diligence work prior to making decisions 
regarding investment.  The opportunity of undertaking in house due diligence, in much 
the same way as university TTOs, overcomes many of the low level cost barriers faced by 
venture capitalists.  Linked to this was a suggestion made by several other incubators, but 
elaborated on most by incubator 2, of decentralising regional grant funding and providing 
incubators with the opportunity to offer small amounts of funding to enable promising 
start-up businesses to cover the costs of becoming established.  Again it was suggested 
that the due diligence activities that would be required by EMDA could be undertaken in 
house. 
Combining the approaches above provides a clear way forward that could be adopted 
within the region to overcome the pre-seed funding gap and provide high growth potential 
technology start-up businesses with the financial support necessary to reach a credible 
pre-venture capital investment position.  This would entail EMDA working with local 
venture capitalists to set up a pre-seed fund, independently run on behalf of the incubators 
and certain BTSOs, that would offer funding below £250k in tranches to high potential 
technology start-ups put forward by the incubators and BTSOs.  In presenting these high 
potential businesses the incubators and BTSOs would undertake the necessary due 
diligence work required for the investment as well as taking the entrepreneurs through 
business planning training that would result in a real pitch to the funds investment 
committee.  The regions social structure has all the necessary players required to 
implement this recommended solution, what is required is a unified partnered approach. 
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6.3. Research Commercialisation Gap 
Within the literature and findings it was recognised that there is a research 
commercialisation deficit among universities, with only a small number of researchers 
taking research based intellectual property forward to be commercially exploited.  As 
discussed, this issue is seen to be caused by the conflict of interest between commercial 
activities and the traditional role of research and teaching at universities, which is 
exacerbated by the peer review system and RAE exercise.  This has led to significant 
attitudinal and institutional barriers at many universities with the result being that few 
academics undertake entrepreneurial activity. 
Adding to this issue, another structural hole was identified regarding a lack of knowledge 
transfer activity at universities resulting from low levels of interaction between much of 
the academic community and industry, even though numerous industry relationships exist 
for degree sponsorship.  This has led to an applied research deficit across many 
universities (TTO 1), with the result being that a large proportion of research holds little 
industry relevance and is very often not commercially exploitable (academic entrepreneur 
4).  From these findings it has been suggested that a greater balance needs to be struck 
between pure and applied research in order to increase the opportunity for commercially 
relevant research outcomes. 
When considering the current social structure surrounding academic entrepreneurs, a 
significant investment has been made in the region by the universities, research councils, 
and EMDA to support entrepreneurial activities.  It is recognised that a lack of industry 
penetration still affects licensing and that further effort is still required to improve the 
level of overall support, however, the infrastructure in place provides the small number of 
academics choosing to follow a commercial path with adequate support and there is little 
scope for any significant improvements.  Therefore any recommendation for increasing 
commercial activity needs to be directed toward the wider academic community. 
Building on this view, it is understood that major government and university policy 
change could pose a considerable challenge and that propositions for parallel academic 
career streams could meet with significant opposition, therefore an alternative course of 
action must be suggested that provides more commercial opportunities to academics 
within the current operating environment. 
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Based on this evidence it is recommended that a renewed emphasis be placed on 
university-industry partnering in order to bring greater levels of industry funding into the 
regions universities for the production of intellectual property based on applied research 
that can then be transferred to industry for commercialisation. 
Although it is recognised that there are groups of academics that will never choose to 
work with industry, this recommendation opens up the opportunity for a research based 
commercial outlet for academics not wishing to undertake entrepreneurial activity and 
will address the applied research deficit.  This suggested approach is advantageous in that 
it would provide industry with access to the best researchers, it would bring new research 
funding into the regions universities, it would be able to operate within existing 
government and university policy structures allowing academics to continue producing 
papers in the pursuit of professor status, it would grow the industry network for licensing 
opportunities from pure research activity, and it would increase overall university 
commercial output. 
6.4. Early Stage Surrogate Entrepreneur and Management Team Gap 
Although not identified in the literature, the findings highlighted an issue that many 
groups in the social structures face regarding access to management support.  This 
includes access to mentors to provide support and advice to entrepreneurs, surrogate 
entrepreneurs to drive early stage technical businesses forward, and management teams to 
provide the human capital needed to build credibility and attract finance. 
Mentor access was seen to be important within the social structures surrounding both 
types of entrepreneur and several groups use this approach to provide support, drawing on 
existing social capital relationships as well as the East Midlands Champions Network to 
seek out appropriate individuals, however the offering of the network was called into 
question by several interviewees from both a cost and experience angle.  Given this issue, 
the provision of mentors appears to be further developed than that of surrogate 
entrepreneurs and management teams therefore an emphasis will be placed on these two 
groups over the other. 
Several groups within the social structure have developed their own personal networks to 
access surrogate entrepreneurs and management teams.  Incubator 4 collects the CVs of 
potential surrogate entrepreneurs it can use to aid its early stage germinator businesses 
and the venture capitalists interviewed had developed large networks of non-executive 
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directors that could be called upon to join newly invested in businesses, the latter network 
also being used by one of the TTOs to access potential non-executives.  However, even 
with the aforementioned activities being undertaken, these groups as well as others 
highlighted that there are still broad issues accessing surrogate entrepreneurs and 
management teams, outside of the non-executive community, to join early stage 
businesses.  The fundamental issue for many early stage businesses being that it is 
difficult to attract management support without financial capital and a product/service 
that is still in development. 
Surrogate entrepreneurs were identified as being needed for some university spinouts and 
management teams were stated as being required for both spinouts and technology start-
ups.  Both types of management support are seen as important to the development of early 
stage businesses because they can bring complementary human capital, but more 
importantly they can bring social capital that can enable access to industry and the 
investment community. 
Through an exploration of the literature (Wright et al., 2009) and the findings there is an 
underutilised group that could potentially meet the human and social capital needs of the 
early stage businesses of both types of entrepreneur.  This group is the university business 
school, and more specifically the MBA population. 
Based on the evidence collected it is recommended that the MBA population at business 
schools be engaged to undertake interim management and permanent management roles 
in early stage businesses coming through university TTOs and incubators.  The 
advantages of developing this link would include the business schools being able to offer 
interim positions for students during their management projects, an opportunity for MBA 
graduates to run new early stage companies, industry access for entrepreneurs, and 
building a credible complementary team in order to gain investment 
6.5. Implications for Decision Makers 
For each of the recommendations provided above there will be implications for decision 
makers within the social structures to consider. 
With regard to the recommendation provided for the pre-seed level funding gap it is 
important that the incubators and certain BTSOs join together to present a unified 
proposal in the first instance to selected venture capitalists and then, once a venture 
capitalist is onboard, to EMDA for consideration.  From the research, several 
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interviewees made reference to the fact that when universities, and other groups, came 
together to offer joint proposals to EMDA they had achieved a greater record of success.  
As such it is proposed that this unified approach is required in order to gain traction with 
the development agency and give the recommendation a reasonable chance of success.  
Also, given the large number of incubators in the region, a significant representation 
could help sway the opinion of EMDA toward the proposal. 
The recommendation to resolve the research commercialisation gap impacts decision 
makers across the regions universities, specifically senior university staff and the TTOs.  
A commitment would need to be made at senior levels to invest in expanding existing 
commercialisation activities as well as broadening the human and social capital of TTOs.  
As such universities would be required to promote spinout, licensing, and industry 
commercialisation paths to the academic community and the coordination role of the 
TTOs would need to be expanded to identify academics willing to work with industry, 
define the areas of expertise that could be offered, and build an appropriate industry 
network.  Many TTOs maintain positions within university departments in order to access 
the academic community but industry network access is often lacking.  Therefore TTOs 
will be required to employ experienced individuals with broad connections into the 
industrial base in order to grow this commercialisation route. 
For the recommendation concerning the early stage surrogate entrepreneur and 
management team gap it is important that the connections between the business schools 
and TTOs, incubators, and others be strengthened.  Business school ties to the university 
are seen to be poor and senior backing and investment, from the business schools and 
universities, is required to promote the human capital available to TTOs, incubators, and 
other groups within the social structures.  In building these connections coordination 
processes would need to be considered by the business schools to manage the external 
relationships and ensure that connections are maintained and opportunities addressed 
appropriately.  It is key that the business schools become more commercially orientated in 
their approach to external relationship management for the benefit of staff and students. 
6.6. Online Bridging and Implications for Business Planning 
Within the literature augmenting traditional bridging activity with online bridging was 
seen to improve business success rates and this was reflected by one of the entrepreneurs 
who was heavily involved with using online means to promote his business and access 
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resources.  More broadly, many of those interviewed used online networks, such as 
LinkedIn, to maintain ties within their surrounding contacts, but there were no specific 
online network solutions in use for the benefit of the social structures being studied.  
Lastly within the literature there was information provided that highlighted the 
importance of online network design to building virtual social capital among users. 
From this information it is clear that there is a gap in the social structures for the 
provision of an online network to create and improve ties between players and increase 
access to information and resources.  Additionally, any offering should go beyond the 
provision of a social network and be designed to provide tools that enable collaboration 
between individuals to increase virtual social capital and overcome structural holes. 
In studying the structural holes, online social network tools could be used to augment 
traditional bridging activity to improve access to funding, management support, industry, 
the academic community, and specialist business support.  It is proposed that this would 
be accomplished through the use of several online tools and searchable databases.  These 
online tools would provide the ability to collaboratively build online business plans as 
well as offer business opportunities to the network, and the databases would enable the 
outputs of these tools to be searched for commercial opportunities.  The business plan 
detailing the social network offering can be found in part B of this document. 
Having undertaken a thorough discussion of the nature of the social structure surrounding 
the entrepreneurs, the structural holes affecting early stage entrepreneurial activity, and 
the bridges proposed to resolve these holes, the report will now conclude and provide 
implications for further research. 
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7. Conclusion and Implications for Further Research 
This document has used social capital theory as a framework to analyse literature and 
findings in order to provide an overall view of the nature of the social structures 
surrounding academic and technology entrepreneurs in the East Midlands, the structural 
holes affecting the social structure, and the methods used and suggested to resolve these 
holes. 
From the study it is clear that the issues that hinder early stage entrepreneurial activity lie 
in the structural holes present within the social structures.  Three structural holes 
specifically cause the largest impact: the pre-seed funding gap affecting technology 
entrepreneurship, the research commercialisation gap impacting academic 
entrepreneurship, and the surrogate entrepreneur and management team gap hindering 
both types of entrepreneur.  Although the literature has previously explored the first two 
gaps, the last gap has provided new findings relating to the social structures.  Additionally 
the pre-seed funding gap has been studied in greater detail than that offered by previous 
research activity.  The three recommendations offered to bridge the above structural holes 
in the social structure all present feasible approaches to resolution that would improve 
overall early stage entrepreneurial activity within the region. 
From this study there are numerous opportunities for further research to be undertaken to 
strengthen knowledge regarding the social structures surrounding academic and 
technology entrepreneurs.  Firstly, a broader and more in depth research exercise could be 
conducted to enable a greater level of detail to be compiled.  This would include 
collecting information from a larger group of entrepreneurs and the groups within the 
social structure that were not engaged during this study, such as senior university decision 
makers, Lachesis, and business angels.  Secondly, the research could be expanded to 
encompass a view from across the United Kingdom in order to test if the results from this 
study are nationally consistent and to gather data regarding the various approaches used 
to foster early stage entrepreneurial activity within the different regions.  Finally, there is 
an opportunity to undertake a longitudinal study following several different nascent 
entrepreneurs through their early stage endeavours in order to be able to assess the impact 
that various structural holes have on commercial activity. 
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Appendix A: Detailed Interview Notes 
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Interview 1 Ð Technology Entrepreneur 1: 
Background 
The technology entrepreneur is currently undertaking a web service based business that has 
been in existence for nine months and is still at an early stage and living off seed funding.  
The service will be entering a private beta testing phase shortly and is looking to launch at an 
event in London at the end of September 2009.  The business consists of the two founders 
and uses external resources as needed to help develop the web based service offering. 
Resources and skills of the founders 
The technology entrepreneur has a commercial background and skills in developing 
businesses.  Previous experience includes growing a global spinout business out of a larger 
organisation from small beginnings to a significant size and he has good social skills and 
enjoys networking.  He brings the sales and marketing and business development drive to the 
business.  The other founder is a technical architect with a background in the implementation 
of support systems and he undertakes the service design activity for the business. 
There are only two people in the business and they are unable to do everything that needs to 
be done on their own, as such they have to bring in outside resources.  They are a 
development company but neither one of them is a developer; they bring the architecture and 
sales and marketing expertise.  In an ideal world they would take on a team of developers but 
they canÕt afford to do this as a start-up business that has to bootstrap using matched funding 
from friends and family; they canÕt take on any permanent employees. 
Resolving the resource gap 
The business has looked to offshore-based outsourcing.  They began by building a prototype 
product internally, undertaking a steep learning curve in doing so, and then went to an online 
marketplace to put together a requirement for bids to be received against.  From the bids 
received they selected a business to work with. 
They have used online marketplaces to gain accesses to resources for logo development as 
well as developers.  Through experience of these marketplaces they have become better at 
dealing with third party suppliers.  With regard to the logo design, by the third time of 
undertaking this activity they knew exactly what they were looking for and were able to 
specify it accordingly.  When going to these marketplaces they also look into the background 
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of potential suppliers and provide encouragement where they see talent.  They have matured 
in terms of understanding what to ask for and how to engage effectively with the market. 
They found that off shoring was a straight jacket for the business and didnÕt work well, so 
when it came to developing the frontend website and web applications they wanted to access 
local resources.  To do this they used friends, contacts from previous jobs and start-up 
activity, networking groups they are part of, and local technology events, although there are 
not many around outside of London.  Through these groups they found a number of 
individuals as well as finding more by way of referrals by other start-ups they knew who had 
used developers.  They have a business mentor they found through their business incubator 
and they asked him about developers, he also came back with a number of possibilities.  The 
issue for web based service start-ups is that resources are spread thinly and not concentrated, 
like in Silicon Valley, hence a great deal of hunting is required.  The next place they looked 
for developers was through LinkedIn, and relying on referrals found a number of other 
potential candidates.  LinkedIn holds a network of contacts they have met previously and 
they were able to tap into the networks behind these contacts to find candidates. 
Even though they found a number of potential candidates, they still faced the issue of cost.  
This problem was posed to a group of MBA students following a presentation and one of the 
suggestions that came back was to use students.  They then went through the open source 
network and found some very strong student resources, although many of them had already 
been taken for the summer by other businesses.  They then contacted the twelve East 
Midlands universities.  From the universities they were able to select two students to 
undertake the development work. 
Access to financial contacts and resources 
They made a deliberate decision to bootstrap.  It costs a lot of money to build a technology 
company and a product, but the longer you can put off looking for an investor by supporting 
yourself the better.  To understand more about investment, they have undertaken local 
government training for start-up investment readiness through Connect Midlands and 
GINEM (Growth Investment East Midlands). 
Whilst attending a pitch competition a business angel pointed out that they needed a product 
to show before investors would be interested.  Early on when talking to a venture capitalist 
about how to overcome this issue the response was ÒCredit CardsÓ. 
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They have had no formal interaction with venture capitalists or business angels yet regarding 
the business.  London is the hub for investment in the UK and he goes down there once a 
week to network events and conferences to build his network of contacts in the technology 
sector.  Many people talk about it being a waste of time to throw a business plan at a venture 
capitalist without building a relationship first.  He has been meeting venture capitalists at 
these events and two have asked for a business plan, but he turned them down because they 
arenÕt looking for funding at the moment but he has maintained these contacts.  In fact he got 
an email recently from one of the venture capitalists wanting to discuss his business further. 
They have been laying the foundation of the finance network but know they need to get the 
product in place, the management team strengthened, and customer traction before they can 
go further.  All the investors he is maintaining contact with have been met through 
networking events in London and most of the venture capital funding for web based 
businesses comes from London.  Through these same events he has met the UKÕs biggest up 
and coming technology start-up and has had meetings with them regarding their experiences.  
The new network that he has developed through the networking events has become very 
important and he has regularly swapped information about resources and been able to access 
resources through it.  He knows of some investment companies in the East Midlands, but they 
are mostly early stage venture capitalists and business angels. 
Grant Funding 
There is not much of a focus on software technology companies, so it is very difficult to get 
money.  There are fewer strings attached so it is attractive but there are many hoops to jump 
through.  EMDA just arenÕt interested in software businesses, even though the biggest UK 
software start-up is in the region.  This has not been an avenue for them to follow. 
Accessing wider networks 
Their first target market is the technology community.  They have a technology product so 
there is a connection to this group and they would be much more likely to adopt the product.  
They want to engage with the broader community and building a potential customer base has 
been a focus, but when youÕre a start-up people are busy and they arenÕt interested in you.  
From his marketing experience he knows that you have to engage with potential clients 
multiple times through different contacts.  To get their brand out there they have agreed to 
sponsor an event that will also act as their launch event.  A wide audience of around 1500 
people will attend the event from the technology community. 
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He has been using social media to raise the profile of the business; itÕs a great way of 
spreading the message and moving up the search engine rankings.  He blogs about twice a 
week, but it should be more.  There is no revenue generated from this activity but it is a 
controllable means of PR and he gets 4000 visits a month.  He uses his blog to discuss the 
technology industry, entrepreneurship, and start-ups.  He knows that the venture capitalists he 
has been engaged with have visited his blog and will be making judgements about him and 
his business, as will the wider audience of people that visit it.  He always promotes his blog 
to people he meets and sees it as a powerful way of raising awareness.  On the back of this 
promotion, they now have over 100 people signed up to partake in their beta testing and are 
getting a further 5 to 10 new people a month signing up.  The blog is drawing in new contacts 
all the time and provides an effective means of maintaining loose connections.  Loose 
connections are also strengthened by using the blog to link to others online content and 
provides these people with a reminder of his existence. 
There are always good people to know that have very broad networks that they can draw 
upon.  They have made a few links with these types of people, but they hold power as a result 
of their networks and are not always willing to provide access. 
Facebook use has been limited and itÕs not the best PR channel, but they do use Twitter to 
promote the activities of the business and have gained over 200 followers. 
Gaps in the network 
Potential customers are the biggest gap.  They are active with the technology community in 
the UK, but they need to grow their US network.  It is difficult to do without a presence in the 
country.  They have seen other international focused start-ups base people in country and 
employ local advisors to aid with building a presence.  To be successful they have to identify 
the niche markets for their service and engage with each of these niches in turn.  The issue 
they are facing is how they can gain access to each identified niche market outside of the 
technology community, each niche is different therefore the messages have to be different. 
To engage with a wider audience they need PR but they are concerned about how much it can 
cost, however there is a lot of value to be gained if the business appears in an article.  ItÕs not 
advertising but it gets a positive message across, plus if you build a relationship with a PR 
person you gain access to their address book and a wider network to spread business 
messages. 
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The other big issue is the fact that they need more money and they are currently going 
through a second round of friends and family funding so they can bring in some full time 
resource to drive the business forward. 
Incubator experience 
Interaction with the other entrepreneurs in the incubator has been useful and they all share 
information with each other.  When he gained access to the student resources others wanted 
to know how they could do the same and he told them how.  The only issue is that the 
incubator isnÕt very busy, so interactions are limited and there are only a few other 
technology companies in their incubator.  However it has been a useful community. 
The address is a bonus of the incubator; it looks more professional and is low cost, which is 
good for an early stage start-up business.  They have a broad business support network that 
can be accessed, for example they have gained access to a few copywriters.  The hot desk 
space and meeting rooms are another benefit, however there is the draw back that it is not 
your own office and can be quite noisy.  Also they donÕt have the facilities that a technology 
company requires to develop.  As the business has taken on people it has made things more 
difficult because of the limited space in the incubator and they are outgrowing the facility, 
but their experience of it has been worthwhile. 
Closing discussion 
The buzz is increasing around the use of social media as a way of increasing the profile of 
businesses and the activities they are undertaking, however it requires a significant time 
commitment to make it work effectively.  He spends over a day a week on his blog and other 
online posting activity, but his profile is rising. 
Finished with a short discussion around augmenting offline networking with online 
networking.  There are issues with maintaining networks as they grow larger.  Moving online 
and using social media is a means of addressing this issue but with all the noise online you 
have to have a good story and a ÔwowÕ product to gain traction.  If this can be managed, word 
of mouth is very powerful at building genuine interest from potential customers and other 
groups. 
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Interview 2 Ð University TTO 1: 
Background 
He has worked for industry, the Government, and academia.  He is a scientist and holds a 
PhD. He has been in post for around 18 months and his role at the University covers 
intellectual property and commercial activity, his remit is to track down ideas and 
commercialise them in order to generate revenue for the University. 
Resources to aid spinouts 
The most important thing is having a commercially focused presence at the University.  
Spinout activity is very different from the usual academic regime and academics donÕt often 
know what is supposed to be done and what isnÕt.  They enable constructive discussion to 
take place between academics and business as well as providing knowledge on what can and 
canÕt be done.  They are also the avenue to access funding for commercial activity. 
Spinout activity and the Technology Transfer Office (TTO) 
All intellectual property generated belongs to the University and academics must come 
through the TTO to begin with, but they will not necessarily stay with the TTO.  If a way 
forward for the IP cannot be seen, the academics will be left to pursue commercialisation on 
their own.  Also if an academic has developed IP outside of the University setting the TTO 
will not get involved. 
The University treats all employees equally with regard to its ownership of intellectual 
property.  Undergraduates and most MSc students own their own intellectual property, the 
University owns anything produced by anybody else unless there is a commercial contract in 
place with a company who are paying the full cost of research and development, this only 
covers a small proportion of activity. 
The key external relationships 
Key to spinout activity is the Lachesis fund and their relationship with an early stage venture 
capitalist.  The Lachesis fund is key to supporting spinout activity in the East Midlands and 
£25,000 to £250,000 can be accessed in funding.  They also have a framework agreement in 
place with a venture capitalist that provides first choice of refusal for all spinouts coming 
from the University.  The venture capitalist model is effective and a representative is 
regularly on campus.  When they get involved with a spinout they provide a management 
team to run the company, as academics are very often not the right people to do this; they are 
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skilled at research but often not good at business management.  The University has around 70 
projects on their disclosure list and the venture capitalist will pick up 1 or 2 a year. 
Spinout activity and the Business School 
There is not a big link between the two.  This year they have been involved with the MBA 
programme on one of their modules and have provided the MBA students with four ideas for 
them to explore in terms of producing a market survey to test the potential for commercial 
success.  The relationship is improving and this year has been the first year they have 
managed to get the relationship to work well and get a beneficial outcome. 
Management team recruitment and the TTO 
Have only undertaken one spinout outside of the Lachesis and venture capitalist route.  All 
other spinout activity is directed through the two aforementioned groups and the management 
teams are recruited through them and not the TTO. 
Other key external relationships 
Knowledge transfer networks are a useful means of finding out what is going on in any given 
sector as well as uncovering who has spare time and who has had a good idea.  It is beneficial 
to be involved in these networks, which are managed and funded by the Government and 
cover universities, businesses, and Government departments.  There are networks for each 
technology area and they enable you to find out where your idea fits within the broader 
community.  ItÕs a discrete way to gauge reaction to an idea without having to formally 
disclose any information. 
It is useful to know how organisations like EMDA function and the University has a single 
channel through to them, this provides a good form of control in terms of managing the 
relationship and it works well. 
Relationship gaps 
Finding local skilled managers to support the spinouts is an issue, but it hasnÕt been a 
showstopper because Lachesis and the venture capitalists have provided them.  However it is 
still a gap in his network. 
There is a big gap in the relationship back into the academic community.  If there is a good 
idea it will get funded but they donÕt get to see as much of the output from research as they 
would like.  They only see a small fraction of the research produced by the University.  It is a 
common issue across all those people in his equivalent position at other universities.  He gets 
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to see regular multi disciplinary activity, but often a single academic drives this by drawing 
on other departments. 
ItÕs an ongoing battle to find new ways of interacting with the academics to gain greater 
access to research technologies and intellectual property.  He now carefully selects new 
recruits who have just graduated to the team and puts them under orders to maintain their 
existing connections with their old departments in order to gain disclosures.  He has also tried 
low-key presentations to a number of departments to gain interest, but it has had limited 
success. 
He relies heavily on maintaining face-to-face relationships with the academics because he 
needs to be able to assess how keen academics are to support any given spinout opportunity, 
if their commitment is questionable then it may not be worth undertaking the spinout activity. 
The Internet and relationships 
They are in the middle of developing a new intranet site to promote the role of the TTO 
across the University, but he is unsure at this time if it will provide any additional benefit in 
terms of disclosures.  They need to keep pushing their agenda to increase disclosures and he 
feels that the best means of doing this is through face-to-face interaction. 
University commercialisation targets 
The University is currently undergoing a time of change so targets cannot be specified at the 
present time, although he is sure that targets will be put in place.  He would like more 
disclosures, but with that comes higher costs in terms of patents and commercialisation 
activity. 
Licensing activity is slow at the University and they are trying to use links that academics 
have with industry to sell licences, but not many licenses are being sold.  They are currently 
holding a large number of almost signed licences.  However they discontinue patents if they 
arenÕt going to provide any commercial value.  They need to grow their network for licensing 
opportunities. 
Relationship with the University Incubator 
They have a good relationship with the Incubator and they work closely together to support 
spinout activity.  They provide a referral to the academics regarding the use of the Incubator, 
but that is the limit of what they can do because they need to maintain business boundaries. 
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Closing discussion 
Discussed the academics that have a negative experience of spinout activity because it 
doesnÕt come to fruition.  They are very often devastated and surprised by the response of the 
TTO, which is one of Òwell at least we triedÓ.  It is normally the case that the process has 
worked but the spinout has failed because the intellectual property is not something that can 
be commercialised.  Academics donÕt always understand the pitfalls of business and arenÕt 
used to total failure in this way.  In academia every experiment has a positive outcome and 
thatÕs just not the case in business. 
Around commercial activity the University has a strict policy in terms licensing royalty and 
spinout equity splits with the academics involved.  Academics generally complain about 
dilution during equity funding rounds and the process often needs to be explained to them.  
This is an issue partly because of how historically spinout activity was funded through the 
Smart Awards scheme, which ended in 2004.  The Government issued grants of up to 
£50,000, but there was a clause that if any individual other than the inventor owned more 
than 26% of the business then it wouldnÕt be eligible for an award.  So the University would 
take a 25.9% stake because of this clause.  Some academics still look back to those times to 
attack the current policy. 
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Interview 3 Ð Non-Profit Business Training and Support Organisation 1: 
Background 
He joined the organisation three years ago and has a background with five new start-up 
businesses, of which some were technology based and some he invested in personally.  He 
has always been in sales and marketing and his role in the organisation is business 
development manager.  They work with start-ups that have been identified as having high 
growth potential and need aid to become investment ready.  His role is to find the high 
potential companies that need aid and match them with business coaches.  He will also 
introduce them to potential funders, but the organisation has to be careful in this area because 
they are not FSA certified so they can only provide links to FSA certified organisations such 
as Catapult Venture Managers and E-Synergy.  They have links to business angel groups as 
well through their network that operate in the East Midlands region. 
Key resources of the organisation 
The most important resource brought by the organisation is funding, which is used to cover 
the cost of entrepreneurs going through their investment readiness programme.  
Entrepreneurs often donÕt understand the investment process and their job is to provide 
training workshops in collaboration with outside partners to teach them about how to become 
an attractive investment candidate.  During these workshops they will bring in ex-city 
analysts to describe the business angel mindset and will bring in others to cover sales and 
marketing planning, financial forecasting, and legal issues.  Their aim is to remove the 
surprises from the investment readiness process for the start-up businesses. 
For those businesses that want to accelerate their plans the organisation will provide a 
business coach to them who will be selected based on the specific needs of each business.  
The organisation covers a substantial level of the cost associated with the coach, but the start-
ups are expected to cover some of the cost. 
Company selection 
Over the years they have built relationships up with many key intermediaries and they often 
sign post high potential businesses to the organisation.  To maintain their profile they often 
present to these intermediary groups about the service they offer.  The advantage they bring 
to the intermediaries is that they educate the businesses on the investment readiness process 
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The start-ups entering the programme must be high growth potential businesses and can be at 
any early stage level.  They are not interested in lifestyle businesses; there must be a 
reasonably clear investment entry and exit point. 
Key external relationships 
Investors are a key relationship and they need to be able to point businesses in the direction 
of investors at the end of the training process.  They run investment sessions for businesses so 
that they can pitch to investors, these sessions are undertaken on a regular basis through the 
year. 
Other key links are the intermediaries such as Business Link, lawyers, accountants, business 
advisors, and the investors themselves.  The groups that donÕt want to, or canÕt, spend time 
educating the businesses.  From the other side, the companies that are going trough the 
programme, or have been through the programme, have relationships with other businesses 
that they can sign post to the organisation.   
Other key relationships are with the intermediaries that directly support the organisation, 
potential non-execs, networks such as GINEM, and EMDA who fund the organisation. 
Funding model 
EMDA provides the majority of funding but they still have to generate income which they do 
through sponsorship deals and charges linked to coaching.  However most of the services 
they offer are fully funded. 
The organisation doesnÕt deal with helping the businesses get access to grant funding, their 
process is targeted at gaining investment from business angels and the venture capital 
community. 
Attracting high growth potential businesses 
Like with any business, it was difficult in the early days raising awareness.  Now they have 
been in the region for some time and have a good network of contacts that provide referrals to 
them. 
Network gaps and issues 
The number of investors in the region is a gap.  They now have to go further a field to gain 
investment from the rest of the UK and Europe.  For example they now run an event where 
they take companies down to investment events in London. 
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It is always difficult recruiting high quality companies and some may go to corporate funding 
houses instead of to them.  They are also building relationships with the regions universities 
but they could do better. 
There is a gap with regard to gaining access to business angels in the East Midlands outside 
of those enrolled in the existing business angel networks, but they have to be careful because 
they are not FSA certified.  They can only target FSA certified organisations or high net 
worth individuals.  Understanding the different and changing investment needs of the venture 
capital and business angel community can also be a gap. 
There can sometimes be an issue with the businesses they bring onboard being realistic about 
their offering and reaching a real understanding of their current position and what it will take 
to become investment ready.  As a result it can be difficult to help these businesses move to 
an investable position. 
Technology expertise versus business knowledge 
It is not always the case that technology focused start-ups will lack business skills. However 
university spinouts can often be like that because they have come from a research 
environment and are at an early stage where they often cannot afford to pay for commercial 
expertise. 
In this regard there is a gap in attracting people with the right early stage commercial 
expertise to come and provide education and support to the start-up businesses.  They often 
have to be coaxed away from good jobs to a high-risk low pay environment. 
Finding management teams 
They on occasion find management teams for businesses but it is not their main aim.  
Sometimes the coach they bring in to help a business will end up giving some of their time 
long term to support the business and become more involved. 
Overcoming gaps and issues 
The way the process works is that companies come to them and they aid them to gain the 
resources they need to become investor ready.  Helping them through the process to 
understand what they need is how they fill the gaps for the businesses.  They need to make 
them understand where the gaps are in order for them to be addressed.  If the businesses see 
themselves as investor ready but the investors donÕt, this can be a major issue. 
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The equity gap 
There has always been a quoted equity gap, EMDA have tried to plug the gap with the East 
Midlands early growth fund.  The issue for the venture capitalists is that they face the same 
cost for doing a deal no matter the size of the investment 
Gaps and online bridging 
They have used tools to assess companies, which provided an investment readiness report.  
However it wasnÕt that valuable and a lot of entrepreneurs can be blinded and donÕt see the 
commercial angle.  They think their product is the best and they need to be educated to the 
commercial realties. 
Successes and failures 
They have dealt with over 700 businesses in their time and over 300 of these have gone 
through the workshop-based training.  Of those a few hundred have been through the 
coaching process as well.  Since 2001 approximately 80 companies have gained investment.  
About 25% of the businesses that go through the workshops gain investment compared with 
the national average of between 1 to 2%. 
Increasing performance 
They look at how to improve results all the time.  One way would be to bring a team of 
professionals in to help the businesses.  Another would be to build up the investment network 
to a larger size, encompassing more of the London community.  They need to constantly keep 
working with the companies engaged in the programme to get them through the process, 
increasing investment readiness all the time. 
University and academic entrepreneur relationships 
At the University they try to work with academic entrepreneurs through the incubator, they 
also work with the Medici fellows and put them through the programme as well as working 
with the TTO to make them aware of the offering of the organisation. 
Closing discussion 
Many investors at the events they attend are from London, although there are a reasonable 
number of investors from the West Midlands. 
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Academics very often donÕt wish to get involved with the commercialisation of their 
research, they want to maintain an academic focus and keep researching.  The peer system is 
more important to the majority, but not all. 
The gap between the amount of research undertaken by universities and the low level of 
spinouts was discussed.  The issues are, can the developed intellectual property be 
commercialised and is someone willing to pay the price to make it happen. 
Having the right management team with the right credentials is incredibly important to 
investors, they are investing in the technology but more specifically they are investing in the 
team to get that technology to market. 
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Interview 4 Ð University TTO 2: 
Background 
He holds a degree in mechanical engineering and his career took him through sales and 
marketing into general management.  He has also been through a start-up and was bought out 
of his shareholding.  Came to the University as a business development manager tasked to 
engage with industry, EMDA, and other bodies as necessary.  Each University department 
has its own business development organisation.  He is the business development manager for 
the science department but also manages the UniversityÕs intellectual property and licensing 
as well as the relationship with Lachesis.  His role is to engage with industry and transfer 
knowledge in exchange for funding, whether research funding or investment.  He deals with 
EMDA on ERDF grant capture as well as spinout activity. 
Key resources 
The academic research base is a key resource and associated with that is the business 
infrastructure of the University including the marketing and accounting functions.  Also there 
is some funding that the University puts into the promotion of business activities.  The 
current initiative is aimed at those academics that want to become more entrepreneurial; not 
just in starting a business but becoming more business like in the way they deliver courses. 
Skills to support spinout activity 
He has considerable experience in a wide range of industries; his success has come by being 
able to sell other peopleÕs expertise and bridge the gap between technology, people, and the 
market.  He doesnÕt attempt to have the same technical knowledge as others; itÕs his business 
experience, knowledge of how things interface, and whatÕs required by business that he 
draws upon to help spinouts. 
Key external networks 
He is active in a number of networks, including Lachesis, Bio Connects, EMDA, and various 
trade associations.  His job is to connect into other networks and through experience he very 
often knows the person to talk with.  He also tries to identify people within his networks that 
have the technical and business skills to manage a business.  There is not an available pool of 
these people that can be accessed so a big part of his job is finding people from outside the 
University that can provide business expertise to support spinout activity.  They must have 
the skills to take an early stage business forward, understand the particular industry space, 
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and be able to move the business forward to competitive commercial position; essentially 
people to make the necessary steps toward creating a real business or to come in for a period 
to perform a specific task required by the business.  Classed as interim managers, these 
people will rarely be with the business for a long period of time, however there are some 
instances where they are looking for an opportunity to become an entrepreneur themselves. 
Sources of funding are an important part of the network and need to be found.  This covers 
any source of funding, including investment into the businesses and collaborative research.  
He doesnÕt get involved with the research councils, but does get involved with linking the 
research to business needs. 
Key sources of funding are Government projects or Lachesis.  There are a few other regional 
sources of funding and he has a relationship with some business angels and early stage 
venture capitalists, which has led to some activity being funded.  He currently has a few 
companies coming through but it is still early days for them.  They deal with the move from 
an idea to a commercial proposition to reality.  They have had a few businesses gain funding 
that are now seeking further funding. 
Network gaps 
The two main gaps are regarding funding and knowledge.  Got to turn the proof of concept 
into a commercial product.  They have an example of an idea that is at the proof of concept 
phase but requires funding so demonstrators can be made to prove the technology in varying 
environments to refine the design.  To access an R&D grant from the Government you need 
to be an established business, which means there is a clear gap in funding during the 
development stage from proof of concept through to commercialisation.  The businesses need 
between 50k to 100k to develop demonstrators to understand what needs to be done to 
commercialise products, this will also improve the potential quality of the business plan as a 
result of testing. 
Lacks people to help him develop the businesses, academics are not business people therefore 
he needs interim managers or business champions.  He provided an example of a foreign 
university that has a pool of interim managers that it can call on.  Interim managers are 
needed to work with the businesses to get them to the stage where they are ready for 
investment.  He has seen at another regional university that the postgraduate involved in the 
research is sometimes moved to the business as a career development opportunity to run the 
business.  The postgraduate will lack business experience but at least someone is driving the 
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project.  Another gap is project champions, someone to take the project forward.  He needs to 
find these people at varying stages in the development of the businesses. 
Bridging the gaps 
His access to networks and transferring knowledge to academics that stay with businesses is 
how he bridges the gaps.  This can involve a variety of different individuals depending on the 
specific circumstances surrounding any given business. 
Incubator relationship 
He only has a limited relationship with the University incubator.  It is focused on very early 
stage student projects and projects without clear intellectual property.  His work is based on 
protectable intellectual property from research activity. 
Relationship with academics 
He has a good link into the academic community; it has come through building trust and 
being known amongst the academics.  They donÕt have the breadth of research that other 
universities have but they have good depth in areas.  He works with the academics in these 
areas and knows most of the activity that is going on.  He sees commercialisation as part of 
the research process and a means of additional financial funding for further research.  It is 
also important to understand the motives and drives of the academics. 
Embedded business development and access to academics 
He and the business school are the only ones that really undertake commercialisation, but the 
business school is more consultancy focused.  Most technology based spinout activity comes 
from his area.  He is looking at ways of bringing design into technology spinout activity and 
using other University skills from other areas.  Often large universities donÕt see the whole 
picture in terms of the research activity that goes on.  He comes at spinout activity from a 
business standpoint whilst in other business development organisations they can be too close 
to the science and neglect the business side of things.  He can live with a project for a longer 
period of time than other universities. 
Spinout ownership 
They drive a hard bargain with the academics and have a standard deal for intellectual 
property based spinouts and licensing but are flexible elsewhere.  They have no targets on the 
number of spinouts that must be created and this is part of the problem because its not part of 
the plan. 
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Online bridging 
He doesnÕt use online means, his access to people and resources comes through his existing 
networks or people contact him directly.  He sees limits on the amount of networking that can 
be done so it becomes about quality over volume. 
Closing discussion 
He has big issues finding people with both technical and business skills and needs these types 
of people to help drive the spinout businesses forward. 
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Interview 5 Ð Technology Entrepreneur 2: 
Background 
He holds both a degree and PhD in chemistry and has worked for a number of large 
corporations.  He started his own company in 2004, which develops products for protecting 
and prolonging the life of concrete structures. 
Key resources 
They are a very technically focused company and one of the gaps is in their ability to 
commercialise products.  All three founders are technically trained, although he has some 
commercial experience.  Moving into the sales and marketing mode is proving to be a big 
challenge for the business and a current weakness. 
External network and resource access 
They have driven a lot of activity themselves.  Their local incubator has been supportive and 
their peers within it have provided support.  The young entrepreneurs with an understanding 
of new technology have been helpful to the business.  Through the incubator they have also 
gained access to business support services such as lawyers.  EMDA was useless as a source 
of funding and the money would be better used if it were distributed to entrepreneurs directly. 
The incubator has provided a free service that has been of benefit in gaining access to 
business support services, it is a very useful resource for new start-ups.  It would be good if 
there was funding from EMDA that could be used to pay for more business support services 
whether it be lawyers or accountants. 
Many of the younger entrepreneurs using the incubator are IT literate and provide useful 
support regarding social networking and website search engine optimisation, which has been 
key in helping with the IT side of the business.  IT is not a strong area in the construction 
industry as most relationships are direct, but it is still key in supporting an Internet presence. 
Access to funding 
They went for a grant for R&D and didnÕt get it.  It wasted a lot of time while filling out the 
forms for no return.  Since that experience they have decided to avoid it and instead focus on 
gaining clients.  They have looked at business angel and venture capital funding but arenÕt a 
cash hungry business so have not gone down this route, his colleagues in particular were not 
interested in handing over some of the control (equity) and direction of the business to 
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someone they donÕt know or trust.  Technology has been developed by the business but it has 
not involved high spend.  However being self-funded could have held them back a bit. 
Further key relationships 
They have heavily concentrated on building relationships with clients for the last two years, 
ensuring that they maintain their relationships in order to gain repeat business. 
Network gaps and issues 
Sales and marketing has been a gap for the business and moving into that mode has been 
tricky.  In this regard the amount of resource has been an issue. And had they taken on a 
business angel or some other outside funding they could have developed sales much faster.  It 
has been a weakness that they have overcome with their existing resources but it has taken 
longer than it would have done with more staff.  Linked with this they have had advice from 
various sources such as their incubator, Business Link, and UKTI who gave them some 
money for export activity. 
He undertook sales and marketing activity in his last job and knows people with the 
knowledge, which means that they have a good idea of what they need to do.  However itÕs a 
numbers game and is about getting the sales people into the business and on the ground, but 
without funding he has had to be the sales and marketing resource for the business. 
Legal advice is expensive and they could do with more advice but they canÕt afford it. 
Online network access 
They have not used online means to access networks and everything has come from direct 
contacts.  They have used some networking events but they need to be very specific to their 
sector and those events are very few and far between. 
Network growth 
They have partly relied on their existing network connections to build the business, but they 
have also had to generate new network connections by meeting new clients and working 
through the relationship to generate sales.  It is a long-term game and they gain some 
business through referrals, but it is on a small scale.  However, the more people you talk and 
the more jobs you do the greater the chance you have of referrals and follow on business. 
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Needed resources 
Sales and marketing advice and IT advice would be beneficial to the business.  They are 
taking steps toward dealing with the IT issues, such as the quality of their website. 
They are technical guys, so what they are after are the things that they can bolt onto the 
technical expertise within the business to be able to work more effectively in the market and 
deal with the issues they face in accessing the customer base. 
Closing discussion 
The business is cash positive and the founders are now full time in the business, but started 
part time.  For the last two years they have been fulltime and they are growing, achieving 
55% growth last year.  ItÕs working but they could have grown faster if they had had 
investment.  They decided to go the organic route, they could have gone to the banks or 
another investor to ask for funding but that could have been pulled. 
Networking is very time consuming and when you are starting a business you have many 
other things to concentrate on.  After the EMDA experience they decided to develop the 
business without external financial support.  They used their own funds and didnÕt have to 
put much into the business as they made some good sales early on.  They have a unique 
technology internationally and itÕs now about getting the resources to help the business grow.  
They have a few distributors internationally that they use but it is on a small scale at the 
moment. 
They undertake targeted networking when it is needed, outside of that they keep it to a 
minimum.  There are two or three specific conferences for their sector that they attend each 
year.  These are reasonable but you can spend your time giving away information and not 
gaining much in return.  In the UK the conference they attend is for bridge engineers and this 
is their market, they should really have a stand there but they have limited resources.  There 
are lots of decisions that need to be made but limited resources; if there were £100,000 in the 
business, much more would be done. 
They have had a poor experience of investors.  They talked to a guy their incubator invited in 
from a business angel group. He was interested in the business but wanted £1,000 to take 
things forward.  They didnÕt want to give him the money for the fees so things on that front 
ended.  The Angel had the companyÕs financial and business information, so it seemed 
strange that he would need money to help make the investment decision.  On top of that the 
agreement that the Angel put forward said that the money would need to be paid back with 
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interest.  This ended his interest in investors, although his co-founders have been anti-
investor from the start and donÕt want to lose control of the business. 
If investment were to be reconsidered now would be the best time to do it as long as the right 
investor could be found.  They are at the point where they could grow very quickly and they 
have products and a reputation.  Now is the time to capitalise on their position and get sales 
staff out there and grow internationally but to do that they need money.  However he doesnÕt 
think he will be able to convince his partners.  Venture capital seems to be the only way to 
move forward as grant funding seems to be only targeted at R&D, which isnÕt what they need 
anymore.  The advantage of the right investor could be someone with a raft of useful contacts 
that along with providing money could get involved in raising the profile of the business by 
using their network. 
The final issue with investors is the gap between how they value the business and the value 
he puts on it.  Getting them to agree to the valuation is difficult and given the time involved 
in trying to raise investment he would rather spend that time getting customers and 
generating sales. 
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Interview 6 Ð University TTO 3: 
Background 
He started out as an accountant and then got interested in science, which led him to study 
genetics at Nottingham and undertake a PhD at Manchester.  He then realised he was never 
going to be the best scientist and moved into the sale of scientific equipment to scientists 
instead.  He eventually got involved in setting up the marketing arm of a development 
company prior to coming to the University. 
He has the right kind of knowledge and track record to aid in developing start-ups and his 
role at the University is to look after the spinout company portfolio and get involved with 
setting up spinouts.  He is also involved in the UniversityÕs consultancy business and his time 
is split between both activities.  Additionally, he deals with a number of other activities 
related to the spinouts, including managing the pipeline of support activities.  An example of 
this is managing the follow on fund applications to the research councils in order to bridge 
the gap between research and commercialisation.  This is normally around £100,000 and has 
to be done through the Technology Transfer Office in order that it can be seen as being 
supported by the University. 
He also gets involved with the Research CouncilÕs business plan competition.  There is a 
prize of £25,000 but more importantly by entering the competition the academic gets a 
mentor and training on how to run a business and write a business plan.  The mentors take the 
academics through the planning process and it is a good training ground to take the 
academics away from the bench and give them knowledge of commercialisation activity.  ItÕs 
a free service to the University and they put up about 100 entrants every year, of which 
roughly half drop out early on whilst those remaining get the benefit of the mentor. 
He deals with Connect Midlands and other business support organisations as well but his role 
in this regard is easy, as he just has to act as a signpost to them.  There is also the Lachesis 
fund, which he acts as a signpost to as well as reporting to them and attending meetings on in 
his bossÕs place.  He is also involved with the innovation fellowship programme funded by 
ERDF through EMDA, which is a loan that only needs to be paid if the business makes a 
commercial gain and provides between £15,000 and £20,000 for projects that need help to 
move down the commercialisation path. 
He is involved in the University germinator programmes, whose sole purpose is to fund 
mentors to be provided to spinouts to help take their technology forward.  They hope that if 
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mentors find any of the ideas of interest they may be able to find management for the 
spinouts.  This is an issue they need to solve in terms of finding management teams. 
In his experience no spinout is the same and they require different levels of support.  In 
addition to him there are three licensing executives.  They feed into the pipeline for spinout 
companies but are mainly concerned with licensing technology to existing companies.  The 
licensing executives may also manage a spinout company on behalf of the Technology 
Transfer Office if they offer expertise in a particular field. 
The Technology Transfer Office also manages the MRCDPFS (Medical Research Council 
Development Pathway Funding Scheme) fund on behalf of the University, with the MRC, to 
provide grants to take medical and healthcare technology forward toward commercial or 
knowledge transfer goals. 
All members of the department contribute to licensing or spinout activities.  They look for 
opportunities to pass business knowledge onto academic entrepreneurs and if they donÕt have 
the knowledge to help the spinout they will act as a signpost to other organisations that can 
better provide assistance. 
Spinout and licence ownership 
The University has an inventors share agreement, with a sliding scale, with the larger 
proportion of equity going to the University.  The baseline shareholding can vary depending 
on the nature of the technology.  It is possible that a spinout can be formed around a number 
of technologies or there are several universities involved, therefore flexibility is required.  
Sometimes equity is not the best means of return, so a share of profit or a royalty or a 
combination can be used.  Academics often lose sight of the fact that in the commercial world 
the researcher would only get paid a salary to develop technologies and that at the University 
academics have a much better deal that allows them to get much more. 
Key external networks and resources 
EMDA is very important to them as well as the other universities, who are seen as friendly 
competitors.  Other important networks are the Research Councils and the MRC. 
There are investors that are supported by EMDA.  These are organisations such as Catapult 
Venture Managers, E-Synergy and the East Midland Business Angels network.  All of them 
have invested in their spinouts.  They have also built relationships with investors from further 
a field, including Partnership UK that is a Government centric technology investor.  They are 
94 
constantly building their investment network and relationships.  They have one spinout that 
has managed to gain significant amounts of investment, but the investors involved are outside 
of the UniversityÕs investment network. 
Lachesis have been important in funding spinouts and have funded several spinouts alongside 
Catapult Venture Managers.  E-synergy has come onboard with follow up funding in 
subsequent rounds alongside Catapult.  The East Midlands Business Angels have historically 
slotted in where they can.  Those are the main investors and itÕs a useful network with good 
relationships between the parties but there are limits.  Some of the potential high growth 
biology companies grow outside of this group and recent economic conditions mean that 
investors have become a bit shy of bioscience businesses.  But like all universities their 
spinouts are desperately looking for investment beyond the current network to reach the next 
stage of development. 
Once a company is established they go out and look for the right kind of people to join the 
business.  The successful companies attract the good people.  The problem is at the early 
stages where you have a technology but need a good team to take it forward.  Investors donÕt 
just invest in the technology they invest in the management team.  They are excited with 
people who can take a technology forward; thatÕs a challenge for the University.  If a 
researcher is behind the technology and willing to push it forward the spinout becomes an 
exciting prospect and investment will be easier to secure, even if the technology is in an area 
where investors are shy. 
Entrepreneurial researchers are often only able to progress things to a point and a 
management team will need to be brought in to take it further.  This is normally at a point 
where the technology has been de-risked in the market and is able to attract quality people to 
drive the commercialisation process.  The issue is getting people at the very beginning, 
having a pool of interim managers would be useful but knowing what you need given you 
donÕt know what technology is being developed is hard.  It becomes about using the networks 
and finding the right person for a given need and gauging interest, it can be a bit hit and miss. 
Relationship with the academic community 
For existing spinouts or upcoming spinouts they will have a pipeline agreement in place so 
that any new technology developed will be offered to the spinout for first rights of refusal. 
They have licensing executives across the schools that mine technologies and identifying 
intellectual property.  The number of disclosures is what the department monitors.  They use 
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lots of activities to raise awareness and try to get the academics to come back to them with 
spinout and licensing opportunities.  They want the academics to come forward on the back 
of the internal marketing and it works well to a degree but it could work better.  There is 
always room for improvement and internal marketing is important in developing the network 
to the academic community. 
Network gaps and issues 
Getting the pipeline working effectively and building up the level of disclosures and the 
quality of those disclosures is an issue, linked to this is being able to get the right 
management teams in place to drive spinout activity and attract investment 
They have many companies that have good ideas, but it takes a long time to develop and the 
gap from having an idea to being market ready can be large.  They have academics that 
would like it to happen quickly but donÕt want to be driven to do it, they may be investor shy 
or they may not want them or they may not get the concept of funded growth versus organic 
growth.  They see they can get to the same place in a longer period for less money, they 
prefer to go down that route.  There are gaps in funding knowledge and education needs to be 
provided, often they wonÕt take notice of the Technology Transfer Office but will listen to an 
outside mentor.  Using the business plan competitions and other external contacts can be 
useful in resolving this issue. 
They want to get away from the part time driving of companies.  They want at least one 
person to be full time in the business and driving it as they Have too many that are just 
trickling along on a part time basis and not going anywhere.  They are looking at ways of 
resolving the problem by putting a limit on incubation time so that people invest more time in 
the business. 
Incubator relationship 
They utilise the University incubator and they have one company that is going through it at 
the moment, but it has been there too long and needs to move out.  It has become too big for 
that facility.  They also have another company that is about to go into the incubator, but they 
are now going to put rules in place to ensure that it does not out stay its welcome. 
Online means to access networks 
There have been suggestions about using online means to build networks but he relies on the 
traditional approach to build and grow his network.  He doesnÕt take full advantage of online 
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means but other people in the office use some methods.  There are some online subscription 
services such as Farma Licensing that provides a view of what other people are licensing and 
what people need.  In his experience online methods only work if someone drives them.  He 
has seen many initiatives fail because they are not used; they need to be constantly driven. 
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Interview 7 Ð Incubator 1: 
Background 
He has worked for the University for 12 years.  The first 3 or 4 years was spent doing 
engineering and working in a prototyping facility to demonstrate technology.  About 5 years 
ago he started looking at European projects around incubators and now has a lot of 
experience in this area.  They could see that locally there was a lot of start-up activity, so they 
got funding to run an incubator alongside the other facility.  They then decided that there 
should be a resource for students to start businesses, which led to two incubators being 
managed, one for students and one for entrepreneurs.  About three years ago they combined 
the two facilities.  They then started looking at the graduates and provided a service to those 
that wanted to start their own business, even if they had spent some time out of the University 
system following graduation.  The current facility was opened about a year ago. 
He is the day-to-day manager of the incubator providing some mentoring, referrals for 
members to other organisations that can help, and the organisation of events.  He works with 
a number of part time consultants who support the businesses in the incubator. 
Key resources 
They have always been a light touch, especially on the student side, and it can be a bit of a 
balancing act in aiding the start-ups because they donÕt want to be seen as pushing the 
students and causing them to fail their degrees.  They are now changing things slightly, more 
because of the graduates than the students.  Talking through an idea with an outsider can be 
very beneficial to the businesses.  They have a pretty good idea now of what can work and 
what doesnÕt so they are able to point in the direction of appropriate business models, they 
also help with business planning.  They are now more proactive in their engagement and they 
follow up with the businesses a lot more regularly, but still donÕt push too hard.  They also 
provide networking events, but they donÕt really do enough because it used to be that they 
didnÕt have enough of a core membership to make it worthwhile, but they should now run 
them more frequently. 
Having a proper business address is key for any business and especially the technology 
businesses.  The physical resources of the incubator are also important and include the hot 
desk facilities.  If you can separate your business from your home life it can make a 
difference going to work.  The facility can be difficult to manage because its always too 
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empty or too full.  Meeting rooms are also useful and bringing clients into a professional 
environment is beneficial. 
External relationships and resource access 
Key resources that they bring in cover accounting and finance, intellectual property issues, 
legal, and law.  They have business advice surgeries where outside people come in and 
provide free advice and they have just started PR, accountant, company formation, 
intellectual property solicitor, and general solicitor surgeries. Each individual comes in once a 
month and members can book a 45-minute session to discuss their issues.  There is pre-
planning activity that goes on to make sure members are not wasting the advisors time.  They 
are proving very popular and the most highly subscribed are the solicitor, law (intellectual 
property and general), and the accountant.  PR is popular and the marketing person is a 
generalist, however many businesses want to know more about Internet marketing. 
From an investment stand point they know the East Midlands Business Angels, GINEM 
(Growth Investment East Midlands), and Connect Midlands.  They used to have a good 
relationship with Business Link but since they reorganised they have lost their contact and 
everything seems to be done through the website.  They refer people to these networks as 
required and the outside organisations often remind them to refer people.  They also have a 
good relationship with the East Midlands Incubation Network (EMIN). 
Relationship with the University 
They donÕt have a formal relationship with the Technology Transfer Office or academics, but 
have an informal relationship in that they know who to ask to get information.  They donÕt 
deal much with spinout activity, however they do have people that come to them and arenÕt 
aware of their services and they direct these groups to the Technology Transfer Office.  If the 
Technology Transfer Office isnÕt interested in a business they are more than welcome in the 
incubator and there are currently two such businesses being supported.  The referrals go both 
ways and if the Technology Transfer Office have someone they want to house in the lab 
those people are welcome. 
About half the businesses come from the business school and the rest come from other 
departments.  This is understandable because the incubator is part of the business school, 
unlike many other incubators that are kept central.  They get quite a few referrals from 
lecturers from the business school.  They also have a number of computer science students 
that have started to come through.  Their profile is rising across the University and they now 
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have others joining from other departments.  However they still need to become better known 
across the University and this is a weakness.  Last year an entrepreneurial society started and 
this has helped raise awareness and they have co-brand events with this group.  The other 
issue is who to talk to in the different schools to raise awareness so that people know that the 
service is available.  They have a good relationship with career services who refer people to 
them, run events that they can feed into, and send out emails on their behalf to the whole 
University.  If only people read their email they would be set, but thatÕs not the case. 
Network gaps 
It would be nice to be able to provide cash to some of the businesses.  He knows that some 
universities have funds that they can use to aid attractive businesses that come through.  They 
are now part of Enterprise Inc, run by the East Midlands Incubation Network, which has an 
aim to grow student and graduate businesses out of universities.  The target is to start 400 
businesses out of the 9 universities involved.  This gives them the ability to provide a small 
amount of money, £2,500, to help each successful business that applies. 
They have reasonable access to business angels and it would be nice to have a conveyor belt 
of businesses being funded, however funding tends to be through third parties rather than 
through their efforts. 
They would like to bring in someone who is more of a business mentor that can take a 
business from an initial idea through to a real business; this would be aimed at the most 
promising businesses in the incubator.  They have brought someone in who is a consultant 
who doesnÕt charge a fee but uses the services of the incubator instead.  It has only been 
running a month so far and they have had a number of businesses go through the diagnostic 
process with the consultant but that has been it.  There has been no mentoring activity and the 
consultant has just handed the businesses back, which wasnÕt the idea.  They may need to 
find somebody else who can deliver closer to what they are looking for.  The key issue is 
trying to grow more businesses out of the incubator, especially the graduate businesses. 
There is an issue getting access to management teams to bring into the businesses.  If you are 
a single graduate, the chances of getting funding will be pretty remote.  It would be great to 
bring in management teams to join the high potential businesses.  They donÕt even have a 
suitable network to draw upon at the moment.  Some Technology Transfer Offices will 
provide people to go on spinout boards but in the student and graduate area there is nothing 
like this yet. 
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Addressing the gaps 
Mentoring is a gap that needed plugging and that is being dealt with at present.  They are also 
speaking to another business coach who is working with one member at the moment and they 
have offered to do some free work for them to provide some training for a few of the 
businesses or at least provide some spaces on their course for them.  They have known the 
coach for a few years and are keen to foster the relationship further to gain access to more 
training. 
They have in the past had the East Midlands Business Angels come in and provide a talk on 
what angels are looking for followed by an afternoon of meeting with some of the businesses 
and thatÕs something they are keen to repeat, it would be nice to undertake them twice a year.  
Is important that people understand, that if they are looking for investment, what angel 
investors will be looking for and how to pitch to them.  They donÕt have anything in place at 
the moment on this front but it should be sorted out in the next few months. 
Also they are building a relationship with E-Synergy and there are a group of MBA students 
working on E-SynergyÕs behalf who are looking for new potential start-ups from the 
incubator.  Three of the businesses are going to be meeting with them in the near future.  This 
project will end but it is important that they maintain the engagement with these 
organisations.  They will probably do a seminar with E-Synergy so that businesses know 
what the fund managers are looking for in an investment candidate.  They are looking to run 
a small scale event with E-Synergy to provide some information to the businesses. 
Online relationship building 
They have tried a few things.  There is a Facebook group that has 80 members, however the 
big issue with using Facebook groups as a communications method is that not everybody 
joins.  YouÕll find about half wonÕt join so you still have to rely on normal means of 
communication.  ItÕs not a main route of communication, but is useful for informal types of 
events and they use it for that quite a lot.  They also cross post to the local entrepreneurial 
group that has about 200 members. 
They have started up their own Ning group with about 25 members and they have a few good 
discussion groups going.  They use it as a showcase for the businesses going through the 
incubator.  The issue is that not everybody will use it and therefore you still have to rely on 
other means of communication.  These means have lots of potential but until you gain critical 
mass they arenÕt effective.  There is a chance they will gain a life of their own but that hasnÕt 
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happened for them yet.  ItÕs not fundamental to the incubator but they havenÕt dropped it.  
They are still pushing it and need to keep pushing.  If it were part of the incubators terms that 
everyone coming through should use a given online service, it could improve usage and 
create an online presence with a life of its own. 
They have considered creating a twitter account but are not sure how much use that would be.  
But may use it as it could be a good method of reminding people of events or things that are 
being done. 
The incubator members network 
There is certainly collaboration going on in the incubator.  The good thing about having a 
physical space that people come to means that they meet and collaborations occur.  It can be a 
bit random but thatÕs why they use networking events to help build these relationships.  
People also over hear conversations and opportunities are fostered through these means.  You 
might argue that twitter could do this and if you had everybody using twitter it could grow 
these possibilities. 
Closing discussion 
If you are a real spinout from a university that is based on protectable intellectual property the 
opportunity for funding is much greater than a graduate with some technology that is harder 
to protect.  There is some sort of synergy to be gained from accessing the intellectual 
property within the University and matching that with entrepreneurs who want to create a 
business.  The amount of hoops that have to be jumped through when dealing with the 
University switches off some academics and stops many businesses from starting.  They also 
find a lot of academics coming to them that have been turned down by the Technology 
Transfer Office even though they have a good business idea. 
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Interview 8 Ð Investor 1: 
Background 
He is a corporate lawyer by background and did that until 2005 with two different law firms.  
He then did a fulltime MBA and was headhunted by the investment firm.  It was an area he 
had always been interested in and he had had some major venture capitalists as clients in the 
past.  He was recruited in 2008. 
Engaging with start-ups and spinouts 
One of the funds managed by the investor group is focused on the East Midlands and targets 
the lower end start-up businesses in the seed gap.  They also have a slightly bigger fund 
targeted at sustainable technology.  The East Midlands fund invests about 500k per deal and 
is a £5m fund provided by EMDA that must be matched by private investment, which they 
get on a deal by deal basis.  When they look at a company they know they need to find at 
least 50% of the investment from private sources.  Their record is higher than that though and 
for every £ invested they get £1.50 to £2 from the private sector. 
Key resources beyond finance 
Four founding directors, all from a technology background, started the investment group and 
some of the founders previously had their own businesses in the sector.  They are all 
engineers and technology gurus and understand science and technology.  He is the first one in 
who doesnÕt have that background.  The business thought that with their technology 
knowledge they could bring something to the investment field that many other venture 
capitalists, who are predominantly accountants and ex-bankers, donÕt have.  They bring a real 
insight into science and technology.  However the organisation has now got to the size where 
they need to bring in some more traditional skills to augment the existing resource.  On any 
given deal he will draw on those individuals inside or linked to the business that can provide 
technical due diligence.  He has a good network of technology people to draw on and he does 
this often at the moment, complimenting this he brings a good understanding of the business 
aspects needed for investment, i.e. legal, markets, finance and business planning, to 
strengthen the team and concentrates on those areas to an extent.  He needs a second opinion 
on the science from time to time and can draw on his colleagues for that.  The business has 
20 shareholders and using that network and their contacts is a good way of gaining access to 
knowledge and expertise, it is a big pool to draw on. 
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They run a number of different networks on the investment side.  This includes managing a 
network of potential business angel investors that are linked to their London office in one 
way or another.  They were running a programme to introduce East Midlands companies to 
London investors, but because of the current economic climate they struggled to meet the 
KPIÕs agreed with EMDA and have now stopped.  Connect Midlands are now running a 
similar programme instead to introduce companies to London investors. 
External network and resource access 
The first thing required is a steady stream of companies coming through to them.  There are a 
number of companies who sign post investment candidates to them and they have a good 
presence in the market.  Growth Investment East Midlands is a good source of candidates, as 
its whole purpose is getting money for business growth, there is also Connect Midlands and 
Business Link.  They also get referrals from people who have worked with them in the past 
or done a deal with them.  There are also the private funders who put companies through to 
them. 
The nature of their fund means the need access to private investors, Historically they have 
had referrals from Catapult Venture Managers and when CatapultÕs East Midlands fund dried 
up for new investments they were the obvious choice to step in.  Catapult supplied quite a 
few referrals in the early days when they first started.  They have a good link to the East 
Midlands Business Angels, who provide the private matched funding for about half their 
portfolio.  They now have 16 companies in their portfolio and the East Midlands Business 
Angels have been involved in 7 or 8 of them.  There are then the little boutique investors that 
have been involved in a few deals and have provided matched funding. 
The latest deal they did was medical related and this was done in collaboration with Turning 
Point, who is a recent entrant into the investment field.  This was Turning PointÕs first deal 
and they fully matched them, with £250,000 being put in by both parties. 
People get referred to them from everywhere.  Business Link is supposed to be a signpost to 
the business but he questions Business LinkÕs understanding of their needs as many of the 
referrals provided are not up to the standard needed or are not appropriate for investment.  It 
is hard to say who is their best source of referrals.  Growth Investment East Midlands know 
what they are after and Connect Midlands have got a lot better at knowing what makes a 
good candidate and they now see the cream coming through Connect MidlandÕs programmes.  
However there are still different views on company potential. 
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Investment pipeline 
They found that there was a slow period in the last quarter of last year and the first quarter of 
this year due to the financial crisis.  Now in the third quarter people have decided they have 
to get on and are now looking for opportunities and the cork in their pipeline has now been 
removed and this quarter looks to be the busiest in the funds 2.5 year history.  There is still 
2.5 years to go in the fund and they have invested under half to this point, but they are closing 
on it all the time.  This investment profile was always going to be the case because you need 
to make follow on investments in existing companies, so the profile of investments will 
always ramp up toward the back end.  The quality of the companies has been maintained but 
the bottom end has disappeared as people have realised that only the best opportunities will 
get funding.  One reason for their success at the moment could be because the banking 
market is singularly failing to provide funds at the seed gap level.  This means companies that 
havenÕt considered equity funding are beginning to look at the option more seriously. 
Start-up phase and investment entry 
Investment consideration is very much made on a company-by-company basis.  They would 
be reluctant to invest in a pure start-up, first phase business, unless it had a really good 
management team with good prior experience.  There are the proof of concept businesses that 
have a good idea and a patent application in process, you can see they are capable of 
developing and look to be a world beater.  They are second phase businesses and although 
they are a long way from revenue, still represent a good prospect.  With this type of business 
you may not stay with it and may look to sell it to someone who can commercialise it.  You 
may not stay to see the revenue.  Third phase businesses are those that have shown the proof 
of concept and need money to commercialise it and get it to market.  Fourth phase businesses 
are those that have been trading for a while, learnt lessons, and need money to move to the 
next level and really begin to grow. 
Network gaps 
Gaps occur when organisations donÕt talk to each other as well as they should.  Business Link 
doesnÕt really understand what makes a good investment prospect and there are a lot of 
people in the region who get frustrated with that.  Then again Business Link are trying to be 
all thing to all people so they canÕt be expected to have full knowledge across all areas.  
Growth Investment East Midlands are pretty good and he has regular contact with them and 
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Connect Midlands.  With these groups, when issues occur they just talk about them and deal 
with them that way. 
Another gap is when they invest, they always have to find private investors to match them 
and thatÕs not always easy.  They always look to the traditional sources like the East 
Midlands Business Angels and others they know.  However if they are moving into a sector 
they havenÕt been in before it always presents challenges and they try to work with as many 
people as possible.  Beer and Partners is another investor that operates nationally, but they 
havenÕt worked with them to date because they take a £2000 fee up front from any company 
before they move forward and they take a percentage of the amount of money invested.  Now 
the investment group has rules in place because they are essentially using public money 
(EMDA), they have a prohibition rule that no more than 5% can flow out of the company by 
way of deal fees.  ItÕs thought that 5% is a reasonable level, but in actual fact it is pretty tight, 
especially at the lower end. It is a real challenge and a potential problem when trying to get 
deals done.  Connect Midlands can provide funds to help with the cost of advice related to 
deals provided it is invoiced to the company directly.  Unfortunately a lot of the work they do 
will be invoiced to them and not the company, so it is still an issue.  There is sometimes a 
mismatch with fitting within the 5% rule and getting the outside support they need, especially 
on the smaller scale investments. 
The two big things are finding the companies in the first place and getting private matched 
funding.  With regard to finding companies, the banks donÕt have much of a role in that and it 
would be useful to get a better connection with them.  For example, if the banks were to 
know they were invested in a business they may offer an overdraft facility or a small loan by 
way of support.  Having found the companies and having done the deal there can sometimes 
be an issue getting the private matched investment and there is always the odd deal that will 
just sit there waiting for private investment.  Although they have done reasonably well 
finding private investors to date it is still a constraint.  Solving these issues has mostly relied 
upon using their existing network of contacts. 
Online relationship building 
They donÕt use online means apart from advertising by running their websites.  They are 
lucky really because they generally see quite a lot of the companies that do the rounds and if 
they come through Connect Midlands they are investment ready.  There are various consults 
in the region as well who constantly pass companies through to them, but they have to be a 
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bit careful because often the plans are ways of funding the consultantÕs fees.  There are many 
consultancies that are trying to do that; they are leeches having to find a way to finance their 
fees.  It has become a bit incestuous and you see the same names cropping up again and 
again, but now these people know what they are after and know what companies to put 
forward. 
Investment: London versus the East Midlands 
There is a lot of opportunity in the East Midlands and companies that deal with people 
locally, they know the regions difficulties and will regard the investment as an important 
transaction versus the London groups who are coming down to East Midlands levels and are 
searching down the food chain and poaching business.  Its not important to solely go to 
London and people would be missing a trick if that happened.  He thinks itÕs great that there 
are companies in the region that can invest and that have good connections in the region to 
help businesses get up and running.  Another advantage is that the costs are lower than in the 
South East. 
Academic spinouts 
There are a couple that they are involved in that have come from Nottingham University.  
They have also been involved in spinouts with Loughborough University and it punches 
above its weight with regard to spinouts.  They have another business that has ex-university 
people involved although it is not a spinout.  They have a number of spinouts in the portfolio 
and as a result now have some good connections to a few universities 
They have an advisory board that meets three times a year.  EMDA sit on it as well as a 
representative who is there on behalf of all the East Midlands universities, a banking 
representative, someone from Business Link, and someone representing consultancy 
interests.  In all there are about 8 or 9 people on the board.  The role of this group is to make 
sure the investment business is doing the right thing and to bring contacts when necessary.  It 
is the body they have to report to but they are also ambassadors that can go back out into the 
region and promote the companyÕs cause. 
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Interview 9 Ð Non-Profit Business Training and Support Organisation 2: 
Background 
He is a chartered civil engineer who spent a number of years in industry before starting his 
own business in 2001, which was sold two years ago.  The role then came up for running the 
business support organisation and he was contracted to so, although he has other business 
interests as well.  He has seen both sides of investment and he raised business angel money 
with his first business.  It was like feeling your way in the dark, there was nothing out there at 
the time to help businesses and that is why he got involved with the business support 
organisation. 
Role of the organisation 
His role is to champion growth investment opportunities and guide entrepreneurs to sources 
of support and funding through their network of specialists.  Their strap line is Ôwe know who 
and what you need to know to get funding for your businessÕ. 
There are three roles for the organisation and its network.  The first is raising interest and 
getting entrepreneurs to think about seeking funding, essentially this involves undertaking 
PR, marketing, case studies, and events.  The second is managing the stream of enquires that 
are received and signposting them onto the best members in the network to deal with their 
needs.  The third is managing the network and making sure it stays cohesive, communication 
is maintained, and work is passed amongst members.  They are trying to minimise the risk of 
a business being referred to the network and then falling out the bottom, this happens from 
time to time but they go back round to him and then he begins the process again. 
Key resources 
The business is a non-profit that employs his business to run the network.  As such neither 
the founders nor his business provide any direct support, it is all provided by the members of 
the network.  They are a light touch in terms of support and the bulk of their time is spent in 
raising awareness and opening business owners up to the possibility of raising investment to 
aid their businesses. 
Initial engagement involves a face-to-face support meeting to provide a diagnostic and give 
advice on those in the network that could help and how they could help.  They have a broad 
network that is not just populated by business angels and venture capitalists, there are 
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financial brokers, asset based lenders, invoice based discounters, banks, and grant specialists; 
a whole range of funding support is available. 
They signpost businesses to the network and then return back to creating awareness again.  
They are like the PR and Marketing arm for this area of activity within the region.  This is 
where they differ from Connect Midlands.  Connect Midlands is a larger organisation that 
undertakes its own marketing but still sits within the support organisations network and 
receives about 40% of the enquiries going through it.  They can make some wider 
introductions where Connect Midlands donÕt always have the contacts and can pick up 
businesses that have come though Connect Midlands and signpost them on.  They are an 
umbrella organisation covering early stage start-up activity in the East Midlands.  The 
businesses coming to the network just have to have ambitions for growth to be helped; they 
are not here to help lifestyle businesses. 
External network 
The network is made up of venture capitalists (from the East Midlands and nationally), 
business angel networks, grant specialists, invoice discounters, asset based lenders, financial 
brokers, and banks.  Then there are the groups that support the deals; these are solicitors, 
corporate finance, Financial Director recruiters, intellectual property specialists, and 
investment readiness specialists (such as Connect Midlands).  Essentially the network is 
made up of anybody who has money and anybody that can help make the deal happen and 
plug the financial gaps in the management teams. 
He talks to recruiters about plugging other management team gaps, but is yet to find a 
recruitment consultant who understands recruiting for a start-up management teams. 
Network gaps 
The networks success has been that it has a very niche focus, in that it is just there to help 
companies raise cash and it is known for that and has good traction amongst business owners 
as a result.  It is all about raising cash and that is it, so for what they do they have things 
pretty well covered. 
There is definitely a gap for recruiting management teams and marrying them to an 
entrepreneur and a business idea.  There is a constant stream of inventors with great ideas and 
loads of jobless MBAÕs who are desperate to run their own businesses; there is nothing to 
marry those people together. 
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There is nobody who can really recruit for start-up management teams and there is a gap.  
There is a gap supporting companies post investment.  Money goes in and a representative of 
the venture capitalist will sit on the board.  If youÕre lucky youÕll get a business angel who 
will role up their sleeves.  What he is yet to see are serial entrepreneurs and business angels 
who get involved with the coaching and mentoring of businesses from the start.  They 
normally get involved too late when things are going wrong and jeopardise their investments 
as a result.  There is a fee barrier and if you have other investors coming in they would be 
reluctant to pay the entrepreneurs or business angels expensive day rates.  There is a lack of a 
virtual CEO person to walk along side a start-up and help them avoid trouble by providing an 
educated steer.  This isnÕt happening, so money goes in and then it is jeopardised by the 
businesses being neglected by their investors.  This money is going into green entrepreneurs 
that havenÕt done this before.  This level of involvement doesnÕt exist formally and nobody 
specialises in the service. 
In the region there is a lack of knowledge and understanding about what it takes to raise 
finance.  In Silicon Valley everyone knows about it, if you look at Cambridge there is a 
reasonable understanding, and in other areas there is very little.  The East Midlands needs to 
move up that spectrum in terms of awareness amongst the general business owner and 
entrepreneur community so they understand what it takes to raise cash.  ItÕs only after a 
period of time when they learn lessons the hard way that they realise the importance of cash 
to growth.  At present itÕs only by experience that entrepreneurs realise that when they come 
up with an idea they need to raise cash, in exchange for a share of the business, to be able to 
grow it quickly.  They understand that there is a limited life span for the investment and an 
exit strategy that will mean all those involved will walk away with a profit. 
ItÕs not a common mindset amongst business owners and you hear people moaning all the 
time about the lack of venture capital backed businesses in the UK.  However what you never 
hear from venture capitalists is them complaining about not having enough money to back all 
the really good propositions coming through the pipeline.  It is a question of supply and 
demand and to really get a region to flourish it has to come from the mindset of the 
entrepreneurs, the venture capitalists canÕt change that, they need to have an investment 
orientated view revolving around growth.  The larger the pool of entrepreneurs that 
understand what it takes to raise investment, the more competition you would get for money 
and the more money you would see flow into the region. 
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There are some entrepreneurs that have the ambition but have hang ups about handing over 
equity, some have the seed of something amazing and donÕt have the ambition, but that can 
be changed.  Some others just donÕt think about it, what he does with these people is asks 
them where they want to be in 5 years and then get them to look back.  What are the obstacles 
in the way and what will it take to remove them?  99 times out of 100 itÕs down to cash.  So 
when he says they can help them get the money they understand the purpose of doing it much 
better, it can be as simple as that.  Business owners generally stay close to the coalface and 
operate month to month and miss the big vision and what they need to do to achieve success, 
itÕs about levels of ambition more than anything else. 
The entrepreneurs they see are always the green ones.  If you have raised money in the past 
and done well you can raise money much more easily because investors know you, will back 
you, and you have a green light to go again.  For the first timers there are hoops to jump 
through because you are unproven.  This leads to issues between new entrepreneurs and 
venture capitalists when questions start to get asked and the entrepreneurs get annoyed that 
the venture capitalists donÕt see it like they do.  ItÕs trying to get people to realise what itÕs 
like to be an investor and why they do it so that they can get investor ready.  When it comes 
to equity investment, what they look for is the management team and the business idea.  If 
one or the other doesnÕt have promise then that issue should be something the business owner 
should want to know because it could jeopardise the future of the business, when it is known 
it can then be considered and addressed.  The more you can make the judgement criteria 
common knowledge the better the chance will be that businesses will make themselves more 
investor ready and a better overall prospect.  Whoever the investor is, there will always be a 
stern look at the business. 
Entrepreneur characteristics 
There are common types of entrepreneur that come to them.  You always get the super 
enthusiastic but nave people, you get the market is this big and we only want 1% of it 
people.  This second type isnÕt as healthy as the previous group because they clearly havenÕt 
understood what the business is and what it is going to do.  They also see a lot of people 
really struggling at the early stage and often looking for finance when it is too late.  What the 
good people do is target a company and network around that company so they understand 
what it is looking for and pitch at the end when they know what it needs and have many ways 
in.  Getting finance involves the same thing, what you have to do is start networking early 
and go to meet people.  Tell them you are not looking for investment yet but ask them 
111 
questions about what they are after in an investment candidate.  Do all of that way in advance 
of when you need the money and you will have a much better chance of getting funding.  
Unfortunately people often leave it far too late and suddenly need funding but it is too late, 
plus it puts off investors because you are needy and it weakens the bargaining position.  He 
sees more of the too late approach than proactive investigation at an early stage. 
Closing gaps 
They do four big events a year where they get high profile entrepreneurs to talk about why 
they raised finance, or why they didnÕt, and the issues they faced.  When they role these 
people out and they get audiences of about 75% businesses owners, normally you go to these 
events and its mostly accountants looking for work.  They have managed to reverse the trend 
and get a lot of people attending that end up getting their eyes opened. 
They also like to report things in the press, but they like to do case studies.  Normally when 
things get put in the press they are this deal happened for this much and these were the 
solicitors and the accountants, itÕs usually reported by the lawyer or accountant almost as 
bragging rights.  They prefer to do case studies where they introduce the business owner, the 
challenges they faced, how much they raised, and what they will spend it on.  They also bring 
in the funders view because it is often not just about the money and they may have brought in 
a chairman to the board or provided other support.  There is a far better chance, using this 
approach, to flick the switch in business ownersÕ minds so they realise what they could do 
with funding.  They also do standard articles, news letters, and publish information through 
their website.  Finally they do smaller events and one to ones to raise awareness as well. 
Online methods 
They get lots of enquires through their website and they come up in top spot for Internet 
searches.  However the top geographical locations of people that come to their website are 
London, then Manchester, then Nottingham.  There are still more people researching raising 
finance from the larger areas outside of the East Midlands.  So the question is, how can you 
put the seed in peopleÕs minds to search for venture capital and other investment 
opportunities in the region?  EMDA are looking to increase the budget from March next year 
to help the organisation to do a better job of promoting investment opportunities. 
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Gaps revisited 
EMDA has highlighted that there is a lack of active business angel investors across the 
country and particularly in this region.  The British Business Angel Association is doing a 
campaign at the moment to raise interest.  It is of particular relevance to high net worth 
individuals because on average the returns are 22% annually across all investments, including 
56% of them going bust.  There are still healthy returns to be made if you are betting across a 
portfolio.  They are running a series of programmes called Angel Insight to educate high net 
worth individuals about what is involved in becoming a business angel.  There is a gap and a 
lack of individual business angel investors despite having a business angel co-investment 
fund, the East Midlands Early Growth Fund has to have matched funding coming in from 
private individuals.  There is not a shortage of high net worth individuals; there is a shortage 
of active investors. 
Seeking investment outside the region 
One of the biggest deals done by the network was a member from London who invested in 
the region and put up £1m out of the £1.4m in the deal.  Above £2m you definitely have to go 
outside the region for finance.  Catapult Venture Managers are moving up the scale but there 
is still a gap between £2m and £10m.  There is a firm called Key Capital Partners who have 
set up recently, but they are West Midlands based.  Early stage there is enough around at the 
moment if you know what youÕre doing.  They are meeting with a number of individuals in 
the near future to decide if they need to do a monthly news letter to all the venture capitalists 
they know outside the region to remind them of the activity going on in the region and to 
suggest they think about investing in the region.  There are some good concentrations of 
centres that could become attractive to venture capitalists in the long run, but they need to be 
much more coordinated in the promotion of that outside of the region.  They need to be ready 
to get future rounds of investment and there are companies that are struggling to get funding 
above the £2m mark.  There are also gaps in some industries and some venture capitalists are 
just generalists, so the creative industries, including social media and gaming, are missed in 
the local network because people donÕt have the expertise.  However in defence of the 
venture capitalists you need very deep pockets to back online social businesses and there is 
still no clear formula for generating sufficient revenues.  Only the people who understand the 
industry will get involved. 
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Internet advertising grew by 17% last year but it is still not a proven business model for 
online social businesses.  Many companies are now moving to charging for their offerings 
and dropping advertising.  Small regional investors just arenÕt interested; it is not really a gap 
as such but more an evolution of the market that is still finding a footing.  There will be many 
casualties along the way until there is something solid because everybody wants to start the 
next Google. 
The clever people within the sector are all about convincing investors that they are going to 
make a business and grow it large enough that it will become valuable and a competitor will 
want to own it and buy it.  Essentially the investor buys time until the purchase. 
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Interview 10 Ð Academic Entrepreneur 1: 
Background 
He has a marine chemistry degree and came to the University to do a PhD in something 
applied, his work was sponsored by a power company.  The techniques he developed for the 
company are still used today.  Following this he then worked as a post doctorate for 4 years 
before becoming an academic.  He was advised when he did this to do something completely 
different so he went across to the chemistry department and asked them if they were 
interested in collaboration, this opened the door for a success relationship between chemical 
engineers and chemists and he is now a reader in chemical technology. 
Relationship with industry 
He has maintained a strong link with industry and nearly everything he has done has been 
linked with industry.  He is driven by the need to do something useful and applied, so coming 
back to do the PhD with the power company has created a long standing relationship and now 
he has a very good relationship with power companies across Europe and they sponsor his 
students.  Everything he has done in that domain has been done closely with industry and is 
company relevant.  Everything he has done in nanotechnology has also been company 
relevant and companies have paid for it all.  The final area of involvement is microwave 
research and everything they do is geared toward something useful and doing things for 
industry. 
Driving the research 
The University and industry both take a role in driving his research activity, but it is probably 
biased more toward industry coming to the University.  Most often it is through existing 
relationships, you very rarely get cold pitches from industry.  Although the microwave group 
does get some activity through that channel and is getting more as it gets more well known.  
Some also comes through trade shows where they inform industry what they are doing and 
what they can do for them in particular areas. 
Spinout experience 
He invented a reactor that they have been using for the last 5 years.  They were at a 
conference in 2006 where the attendance was predominately companies and the academics 
were allowed to do a poster session.  The companies that saw his session wanted to know 
why, if the technology was so good, wasnÕt it being commercialised by the University.  That 
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started a chain of events where they got money from Lachesis and formed a spinout company 
in February 2008.  There are a couple of other academics that have a share in the company, 
one is a professor of chemical engineering and another is a chemistry professor.  Their remit 
is to be sleeping partners in the business; they arenÕt required to do anything.  Other members 
of the business include a chairman, business manager, technical manager, a research chemist, 
and himself as a technical manager.  They are just going through a reinvestment phase at the 
moment and are waiting to find out whether a couple of high profile investors are willing to 
put money into the company to help it grow.  If they do invest it should triple the size of the 
business.  The chairman came as a result of looking for incubator space outside the 
University, they went to Biocity and met him there.  He has loads of experience and the right 
background.  The business manager is a fellow academic that helped spin out the business 
and the research chemist is someone that did their post doctorate under his supervision.  The 
latest recruit was a post doctorate from the chemistry department.  The chemical engineering 
and chemistry departments have a large pool of people and produce a good number of 
potential recruits that all have relevant skills, which is how they are getting their staff.  The 
advantage of getting the post doctorates is that they already have the training and if they want 
to move outside the University can come and do what they were doing at the University for 
the company from day 1. 
Key external connections for the spinout 
Lachesis where key because they provided a board member who has brought a great deal of 
experience that has helped them.  They also provided most of the money along with a venture 
capitalist, but they donÕt interfere.  They approached Lachesis through the TTO because the 
University owns the patent.  There was a negotiation with the TTO around the business.  
When they signed the patent agreement with the University he shared his part with the other 
two academics that had been involved.  When it came to the equity split with the University 
there was a bit of horse-trading.  The University has the majority share holding, he has the 
next largest, and they then kept an option pot for the first people through the door who would 
be running the company and taking the risk. 
Clients are also important, they donÕt just give you money but they let you know how things 
should be done.  Companies are interested in new materials but once you have developed a 
new material the negotiation takes a turn for the worse because they will pay you a fraction of 
what youÕve spent on R&D.  As a result of this experience they have changed their business 
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model to be based on time used as appose to the materials produced during the R&D phase.  
Beyond that they can negotiate a good price if the company wants a quantity of the material. 
Technology development phase and funding 
To secure the funding they were asked to demonstrate the technology at scale.  In their 
industry companies want tons of material not grams and to that point they had been using a 
desktop system.  So they bootstrapped together enough money, including money from him, to 
build a full size reactor and they ran that on the same day they went down to Lachesis to ask 
for the £250,000. 
Network gaps and issues 
Get no training as an academic to do any of these things and there is variable encouragement 
from within the University.  Some say to do it, others say they shouldnÕt, and there are even 
some that suggest it could be career limiting to do it.  There is not a whole lot of systematic 
positive encouragement to do it and no training in how to form and run a company.  The most 
relevant question asked was what he was going to do for the company?  In his case he knew 
his role would be a technical one and he has no want to leave academia.  This is the key show 
stopping question and if it gets asked in venture capital situations and there isnÕt an adequate 
answer it can cause issues, in terms of training there needs to be aid for academics to help 
them understand the importance of this question. 
Academic spinout backing and funding 
As a business you wouldnÕt get very far if the inventor didnÕt want to have anything to do 
with it.  He canÕt understand why anyone would want to do research just for the sake of it 
without it being applied, although he understands that some of his colleagues would have a 
different view.  His backing was key to getting the spinout to this stage.  The thing he has 
realised through this process is that he is not much of a businessperson; he doesnÕt like 
looking at financial information.  He isnÕt interested in that side of the business but he enjoys 
being entrepreneurial. 
Key strengths 
Innovation is his key strength, being able to think round problems and coming up with 
alternative solutions.  Taking an idea and coming up with a different sort of solution. 
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University spinout support 
The problem is that it is early days and nobody really knows what to think of academics that 
do spinouts.  It is a grey area and he doesnÕt even think the University knows what to think.  
He doesnÕt think there are enough examples yet of spinouts for the University to decide 
whether it is beneficial to undertake spinouts or not.  ThatÕs what he has gathered from 
talking to people from other universities that sell a lot more of their research.  This University 
doesnÕt have enough experience yet of doing this activity to have a party line and understand 
what training to provide, how much time to give people, and how to support activity.  Maybe 
it will get better. 
Training and support advice 
He has not been signposted to any sources of advice by the University, but he knows there 
are organisations out there, like Connect Midlands, and they have engaged with a few of 
these.  However he has left that more to the business manager and the Lachesis person to deal 
with. 
Key relationships moving forward 
It will depend on where they get funding.  One is a group of accountants, so that will be good 
for business advice, and the other is a long standing high reputation organisation that would 
bring a huge network of contacts and credibility to the company.  If they got their money it 
would help by taking forward the intellectual coo dose of the company and open up the 
business to many more clients, but the accountants would keep them on the straight and 
narrow.  
There are one or two customers now that are pushing them toward large-scale production so 
they have to think if they want to hang onto the technology or licence it.  They want to hang 
on to it and had there not been a recession they would have never needed this round of 
investment because they had a customer lined up who was willing to pay a large amount of 
money for a licence for their own product.  But times arenÕt easy right now and he thinks if 
he gets two investors in with differing backgrounds it could really help them. 
Source of the client base 
Some had an interest while they were at the research stage and others have come in since they 
have set up the company.  Others have come through internal contacts and some have been 
through trade shows, with their first big customer came through a trade show they attended in 
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Japan.  The next big customer came at a launch event for another product and has kicked off 
another relationship. 
Lessons learnt 
He has learnt that picking the right people to run the company, trusting your own judgement, 
and learning very quickly are key.  Understanding what the customer wants is important.  
From the day he started the company he suddenly realised what the difference is between 
academics and industrialists, academics donÕt do themselves many favours as they can be 
snake like salesman and can give others a bad name.  You have to find out what companies 
really want, not what you think they want.  This is where academics fall foul and they may 
have some nice technical knowledge but then they try and fit it to where they think a 
company may need it instead of finding out what a company actually needs. 
Securing the management team 
The team fell into place really and the fact they got the chairman how they did was 
serendipity.  With the next round of investment they know they need a new CEO and will 
have to see how that goes. 
Wider University support 
They have had no real University support outside the academic side.  The one thing that has 
been a bug bare for the whole time is that there is another academic from another university 
that thinks he can use their reactor because he is only doing research, however he has now 
started selling research samples on the cheap to companies so he is doing what their business 
is doing.  The University is now going to step in to have a chat with their opposites at his 
university.  This is the one thing they have done to help.  From his point of view this person 
has made his life a misery because he has taken research money away.  The other academic 
has now moved into the business domain and is selling samples for research, he is also taking 
consultancy money as well and it is a big issue.  Hopefully the University will sort it out 
because they own the patent.  It is an area where they have to do something.  They have 
provided a director to the business but their input has been limited. 
The University has allowed him to take his consultancy days to work in the company, but he 
is allowed to do that anyway.  He was given a year sabbatical but it didnÕt really amount to 
anything, it was a token gesture.  He still thinks the UniversityÕs support to spinouts will 
change as they learn more from the experiences.  In recent years they have moved along way 
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forward in commercialisation and are looking for greater returns and are willing to take more 
risks. 
University commercial expertise 
Inevitably the UniversityÕs commercial expertise will grow as they engage in more activities, 
but it is really plodding along because it makes a reasonable amount of money and doesnÕt 
really need to depend on commercial income.  Commercial successes and failures will help it 
along to become better. 
Closing discussion 
One of the most important early aids was the Business Development person in chemistry who 
told the Technology Transfer Office they would be mad not to patent the reactor.  The 
Business Development people are a mixed bag.  Some are very good at supporting 
commercial activity while others provide very little support. 
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Interview 11 Ð Academic Entrepreneur 2: 
Background 
He was originally an undergraduate in computer science and then went on to do a PhD in 
computer science.  During the PhD he did work on irregular packing and off the back of that 
he spun out a company.  He is also a research associate at the University in computer science, 
however the main bulk of his work is the company and being a research associate is now 
taking second place. 
Position in the company 
He is the managing director and there are four directors involved in the company as well as 
the University.  The directors are all academics and were his PhD supervision team and the 
previous head of the school.  They are a wholly academic team with varying levels of 
involvement.  The ownership structure with the University took 2 years to agree.  The 
structure is that the University holds a quarter of the company with a buy back clause at a 
reduced rate and the rest of the equity belongs to the directors. There are no investors 
involved. 
Key skills and knowledge 
The team being made up of academics is a bit of a concern because everybody has the same 
skill set and little understanding of doing business in the real world.  He is the only one who 
has outside experience as a result of doing his PhD with industry.  Two of the team are 
clearly academics and are not involved in the real world other than research.  One of the other 
members is heavily involved in commercial activity but not in this area.  He is the only one 
that brings real world skills and knowledge of this area to the table as well as having the 
programming skills needed for the product. 
Key external connections and resources accessed 
At the start they applied for money through an EMDA university spinout funding initiative, 
which amounted to £12,000 to do a feasibility study into whether the work could be 
commercialised.  The University also added £6,000 from its own fund.  The only other 
outside support they have had has been from Business Link who provided a consultant to 
help them gain access to lawyers and accountants.  They essentially got free advice from the 
consultant, lawyers, accountants, and solicitors, which was useful.  That was mainly at the 
contract negotiation phase with the University.  Also as part of that they got a small amount 
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of money toward having the shareholders agreement looked at.  Initially they got free support 
but then they had to pay later for these services and they got £500 toward legal fees. 
They have used incubator support in terms of its postal address but havenÕt really used the 
facilities, other than for the occasional meeting. 
The Technology Transfer Office has written a few press releases for the business from a 
university perspective.  The issue they have is their clients are fearful of academics so they 
havenÕt wanted to be seen as an academic business. 
Start-up phase of the business 
For the last year and a half they have been selling a commercial product.  At the moment they 
have one reseller for their software and have sold about 12 copies of it.  They found the 
reseller through a trade show they attended.  Have had a bit of a problem generating sales and 
they still canÕt afford salaries yet.  They have just got to the point of earning enough to cover 
the original grant money. 
Network gaps 
One thing they have been short of is expertise in software with regards to marketing software 
and the best routes to market.  Money has not been an issue so far because everyone has been 
earning salaries elsewhere.  They could have grown the business quicker had they had a 
further injection of money but a lot of the directors didnÕt want to take on the responsibly of 
that. 
They are lacking expertise of the sector, specifically focused on software.  Someone with that 
skill would have been a benefit to the company.  It would have been good to get that, but 
even Business Link couldnÕt help.  It is still something they need in terms of providing input 
to the management team. 
Getting contacts with possible sales partners and resellers, it is a difficult process to get a 
reseller and thatÕs why the trade shows have been useful.  However, knowing whom to target 
is complicated.  They really need someone from the industry who could point them in the 
right direction. 
There is not really a finance problem with the business.  He is pretty much working fulltime 
and it wouldnÕt be a benefit to them unless they could get someone else from the sector.  
They donÕt have many overheads to deal with, money is not the issue, it is finding someone 
from the sector to help them and if they could cover that salary that would be a benefit.  His 
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other directors are not willing to take on any liabilities in terms of loans or funding.  They are 
risk averse. 
Addressing the gaps 
The plan is to carry on selling at the rate they are in order to build up enough money to pay 6 
months salary for someone from the industry to come in and speed up the growth of the 
company.  If he could get some small investment in terms of a bank loan or some funds to 
enable them to bring someone on board it would help, but the current plan is to try and sell 
what they have already while developing new ways of delivering the software and building 
up a position where they can employ someone.  The software they sell at present goes for 
£3200 to the end user and they get half of this through their reseller agreement. 
They have now started looking at hobbyists.  There is a lot of competition in their current 
target market and although they are the cheapest they are finding it difficult.  However what 
they have done now is put up an online pay as you go service for hobbyists so they can do 
jobs on an as needed basis.  Hopefully it will open them up to a new market that is 
untouched.  Hopefully that will bring in a lot of new custom and hopefully as these one-man 
bands grow they will move from the online offering to use their full software solution. 
Attracting customers 
They are looking to make their product an add on to the existing design packages out there 
and are looking at partnerships to provide their tool as an add on to these software packages.  
The company they are working with at the moment have a user base of 2000 people and so 
they are looking to tap into this base with their tool.  2000 new users would really help the 
business and 10,000 micro transactions a month would really move things forward. 
Use of online methods 
Revenue comes from directing people to the website.  There is not much else they can do 
other than that and they donÕt want to move into advertising.  They are exploring advertising 
through search engines but they get all their hits through search engines at the moment.  ItÕs 
something that if people need it they will go look for it, they canÕt do cold calling. They just 
have to make themselves very visible on the Internet and presently they are on the first page 
of results, which is great but it still doesnÕt drive an awful lot of traffic to the site.  What they 
offer is not something people need a lot of. 
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They havenÕt gone to other machine manufacturers, other than the reseller they use.  They 
also havenÕt gone direct yet with the main software offering.  The issue is the time involved 
in integrating with other machines and the cost involved.  So do you get the software ready 
for all machines or wait for them to come to you first before adding the machine specific 
interface? 
Further gaps 
The only other thing he would add is that he came to this endeavour with no knowledge of 
how to run a business, it has been a steep learning curve to understand how to run a business 
and he is now able to keep it going year to year.  However had there been a course to aid with 
understanding how to run a business this would have been useful during the early start up 
stage and would have been very useful. 
Closing discussion 
He has been heavily pushed toward getting investment through Lachesis.  It has been pushed 
very hard and they donÕt want it.  The Technology Transfer Office are involved with Lachesis 
so he feels that they are not being impartial in providing the advice to go to Lachesis.  He 
isnÕt really sure what Lachesis is all about. 
There is a lot of competition in their market but they do it better and cheaper.  The issue they 
face is convincing someone to replace their existing software with theirs.  There is promise in 
the online pay as you go offering and this is a market that has potential and is devoid of 
competition at the moment, they are first. 
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Interview 12 Ð Incubator 2: 
Background 
The staff of the incubator are all business people and it is a small team.  The manager has a 
technical based skill set and the operations manager is an entrepreneur and understands the 
creative industry.  His background is diverse and he has been in logistics, accountancy, and 
has had his own consultancy that focused on small business support.  He has had a number of 
small businesses in a few different areas and also bought a company that he still owns, 
although it has now moved online.  Having a business outside keeps him in touch with reality 
and all the staff still get involved in outside activities.  As well as the main incubator, they 
have an outreach facility in north Nottinghamshire with another staff member who has had 
experience through Business Link.  The other facility mirrors what they do but has a different 
client base that is less academic. 
His skill set is in sales and marketing but his track record is wider.  He joined the business in 
July 2005 and the reason he came to the incubator was he used to run small business training 
programmes in the 90Õs for the government and really enjoyed that activity so when he saw 
this opportunity he took it.  He likes working with young people and helping them with 
setting up their businesses.  He gains a lot of benefit from interacting with them and sharing 
ideas, the creative spark is infectious. 
Role of the incubator 
It is part of the University and started in the mid 90Õs as part of the engineering department, 
in its current form it has been running for about 10 years.  When it originally started they 
were having engineering students coming up with new ideas but had no means of developing 
them into commercial products, they set up the facility to show them how to exploit the 
products they were developing.  Over the years the engineering school was closed down and 
turned into a design school and at this point the incubator was made a pan-University entity.  
They provide resources to undergraduates, graduates, and non-University people of any age.  
The over riding criteria for selection for the latter group is how will the University benefit 
from an interaction with them and what will they gain from the University.  It is not purely 
financial and they look at what they can physically do to help them, although it helps if they 
have an innovative product or service to really be able to help them through.  They try to 
establish some synergy between them and the applicant they donÕt support lifestyle 
businesses. 
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They see a big diversity of ideas and businesses and donÕt lay rules down for the type of 
business; itÕs more to do with the individualÕs commitment to the business and skills.  They 
put in place a process and a business planning process as a road map to follow.  They need 
investors to be able to buy into the businesses moving through the incubator so they ensure 
there is a process in place to help the applicants build a robust business plan for their 
business.  They run two to three 13-week programmes each year aimed at taking individuals 
through the planning process, which is a business evaluation programme, but in reality it is 
developing a business plan.  They encourage people to go out and do their own market 
research, develop new business models, and look for sources of funding.  The courses are 
aimed at providing them with the tools they need to achieve these tasks.  MondayÕs are for 
mentoring, both group and individual.  Generally they have 12 people on each programme 
and split them between the staff.  The first third of the programme is generic, itÕs about the 
soft skills and you can undertake group mentoring.  The middle section focuses on finances 
and the mentoring has to become more specific.  They then encourage them to work from the 
incubator for the rest of the day so that they commit some time to doing the work agreed 
during the mentoring sessions.  They provide a facility for them, including computers, 
phones, and a business address.  The incubator canÕt be their registered business address but 
can be their postal address, they are part of the University so can only have it as a trading 
address.  They have created a specific business environment to be worked in by the members. 
Tuesday is workshop day and they look at a topic each week, going through how things can 
be done before getting the members to go away and do work based on each area to build their 
business plans.  In week 5 the members do an internal panel presentation to the staff on their 
marketing plans.  In week 8 or 10 they do a similar presentation for the financial plans.  In 
week 13 they do an actual DragonÕs Den style presentation to an outside team of bankers and 
business people, this is an hour-long presentation and they receive objective feedback.  When 
the members have finished the programme they have a number of weeks to decide what they 
want to do moving forward.  They may decide that the plan is not viable and the feedback 
reflects this, so they park it.  They can then go and come up with another idea and come back 
if they want.  They may decide to launch their business but not with the incubator and go and 
start it on their own.  They may decide to launch the business and maintain contact with the 
incubator to get mentoring, if they want to do that they have to sign a licensing and royalty 
agreement with the incubator.  This agreement is for 5 years and they will have to pay 1% of 
trading turnover for two years and 2% for three years.  The final option is to work from the 
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incubator and will also involve signing the agreement.  They are then based in the facility, 
either in the hot desk area for £10 per month or they can rent a dedicated desk or an office if 
they are big enough to do so. 
They have a general turnover of people using the incubator but they have noticed that since 
the mass usage of broadband many people now work from home.  At one time when people 
didnÕt have broadband and laptops they would come to the facility.  The numbers of people 
using the facility has declined, however they still have a very high subscription rate to their 
programme and they have so many wanting to do it in September that they are having to do 
two formal pre-programme workshops to sort out who they want and who they donÕt.  They 
are getting lots of people through the door, but once they finish the programme they often go 
and work from home, where in the past they would work in the incubator.  There are a lot of 
advantages still though to working at the facility because there are lots of people around and 
they can interact and share thoughts and ideas and provide input to each other, can share 
skills knowledge and resources. 
They have two other programmes that they run.  One is principally for University graduates 
or outside people, it doesnÕt target undergraduates.  The other began 3 years ago when they 
became part of a team of universities that put in a national bid for funding of £6m for a two-
year project.  They got funding to support 60 students a year for two years through the 
incubator to use the studentÕs placement year to start their own businesses.  It is half a 
business development programme and half an academic programme.  It has been successful 
and they ended up with 70 students per year and got extra funding; they got some good 
results.  However, because the Government were late signing the agreement they had to take 
on a number of recent graduates as well as the placement year undergraduates.  The 
programme finished in August 2008, but the East Midland universities thought it went really 
well so all of them got together and did a joint bid to EMDA to carry on the programme.  
They got funding for three years and the programme was called Enterprise Incentive or 
Enterprise Inc for short.  The East Midlands University Association on behalf of the 
universities put in the bid and EMIN were employed to administer the programme.  The aim 
is to put 400 students through the programme over the three years and each one will receive 
£2,500 as an incentive.  They have 30 students per year going through their programme and 
each student commits to 30 contact hours.  They pay the incentive to their students on a 
monthly basis for 10 months and work long term to help them develop their businesses.  The 
output of the programme is all to do with jobs and businesses but there has to be an academic 
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element as well.  The programme is now coming to the end of the first year and they have 30 
students with 17 trading businesses. 
Last year they were successful in getting a bid through from the greater Nottingham 
partnership as a supportive programme for the Nottingham creative city initiative to support 
creative industries in Nottingham to help start-ups and existing businesses to grow.  It is a 
three-year programme at a lower level than their existing programmes.  It is more about 
personal development and working with start-ups to do visioning for their businesses and 
understanding what they want to do.  For existing businesses itÕs all about understanding who 
they need to get in contact with and need to plug into. 
They do a lot of mentoring internally but they also have external mentors they use to provide 
specific support the businesses, such as accountants and entrepreneurs who undertake 
mentoring and surgery sessions as needed.  They try to be innovative in supplying resources 
and the surgeries have proved to be useful.  There are also businesses that come out of the 
incubator that supply their services back into the businesses in the facility.  They do go out to 
a much wider community when necessary, they plug into university networks and other 
incubators to gain access to the resources they need.  Those networks work quite well up to a 
point.  They use the East Midlands Champions networks as a source of mentors and advisors.  
They donÕt point members to other organisations that do the same job as them although they 
do make them aware of the roles of other organisations, such as Business Link, so the 
students know what they are there for.  The students donÕt have money, so it is good to get a 
level of free advice from the business support advisors in their network. 
He would like to see a professional voucher scheme so that professional services could be 
supplied to student businesses with the need.  Years ago there was a scheme that provided 
£1,000 to any business that applied and a voucher would be given for business support 
services.  He thought it was valuable but it was scraped, it would be good to get it back again 
through the Government.  ItÕs not a lot of money and would really help the businesses and the 
business support service providers. 
Students can only use the incubator if they are going through, or have been through, one of 
the aforementioned programmes. 
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Relationship with investors 
Their relationship tends to be good, although most of the investors out there are targeted at 
later stage businesses than they work with.  It has opened up a gap.  There used to be a 
programme which was a seed corn fund between the University and EMDA where a start-up 
could get up to £15,000 to help the business for an equity share of 6%.  It ended a few years a 
go and he thinks an early stage investment fund is needed to help these businesses take off 
beyond the business planning stage and allow them to get the capital they need to move the 
business forward.  At present they canÕt get it through the banks and the enterprise finance 
scheme is not working because the banks administer it.  They do try to use their personal 
networks to help the students and hence why they involve bankers and other investors in the 
review sessions at the end of their programmes. 
There needs to be a lower level funding structure.  EMDA has this idea that they can provide 
a one size fits all solution but it just doesnÕt work.  You need a multi tiered approach in terms 
of business advice and funding.  You need people that are going to talk to you at your level 
and can understand your problems.  The current system doesnÕt take this into account and 
there is a funding gap at the lower end for aiding businesses get from the business plan to a 
real business.  As a result it means that businesses take a long time to get up and running with 
no funding help.  There is a gap between £0 and £15,000/£25,000.  There is lots of support at 
the higher end but not for those at the bottom end.  There used to be a fund that targeted the 
£0 to £15,000 gap but it isnÕt there anymore.  ItÕs what is needed again now and the people 
doing the work and aiding the businesses should administer it.  They will do all the due 
diligence and other activity needed to ensure risk is being considered, but they should decide 
where the money goes to support the businesses they are trying to create.  You need local 
knowledge to understand how the businesses will do; having someone make the decision 
remotely just wonÕt work. 
When people canÕt get funding they work with them until they can.  They tell the businesses 
to enter competitions to try and raise money to help.  EMDA seem to be more focused on the 
technology businesses, but to get grants there is a lot of hoop jumping, however if they were 
allowed to administer grants there would be a greater benefit.  They would provide all the 
protection and due diligence necessary to appease EMDA, but they know who needs funding 
and that it will really aid in launching a business.  EMDA just judge their applicants by what 
is written on a piece of paper.  The incubator interacts with a lot of funders to help the 
businesses but they canÕt promise anything. 
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Further gaps 
There were areas of duplication in support so EMDA came up with the universal start-up 
offering and gave it to one company to manage, as a result it has effected the groups that 
were actually out working with the new start-up businesses to move them forward.  Business 
Link has not worked and is not on the ground with the businesses.  They have a one size fits 
all solution and it just doesnÕt help the range of start-ups out there.  There isnÕt the specialist 
expertise needed to work at the different levels and sectors so it just doesnÕt work. 
Online contact fostering 
The only online site they encourage people to sign up to EMIN.  The incubator uses the 
Business Link grant finder.  They havenÕt gone in the direction of virtual delivery because 
they are hands on with their businesses.  For them it is more about online tools than doing 
networking activity through the Internet.  They tried to have a virtual network through one of 
the programmes they ran but nobody used it.  Their clients network through sites like 
Facebook, but on their side of the fence they donÕt use those kinds of tools.  He 
communicates with his students through Facebook and he is open to other suggestions as 
long as they are practical and provide benefit to the incubator. 
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Interview 13 Ð Academic Entrepreneur 3: 
Background 
His first degree was in electronic engineering and after that he worked for 2.5 years designing 
microchips, although he also worked during his degree.  He got bored and decided to do 
something research based and multidisciplinary in focus.  He came to the University to look 
at medical electronics for his PhD with a view of moving into that area as a career.  He has 
now completed his PhD and is at the University continuing his research in this area. 
Entrepreneurial experience 
Part of the PhD involved working with a mining engineering scheme, which was sponsored 
by industry, to look at wearable sensors for monitoring health and safety.  They looked at 
monitoring miners in hot environments and how they are affected. 
The work led to the development of a heart rate sensor that fitted into a hard hat.  It was a 
nice idea and didnÕt introduce any new equipment.  They presented this at a discipline-
bridging event and were approached by a clinician who said that it was exactly what they 
needed in the delivery room to monitor premature babies.  The clinician explained the 
problem they have and that the baby needs support with breathing initially.  Under the current 
regime they have to monitor the baby every 30 seconds by stopping and taking a heart rate 
reading before starting resuscitation again.  They wanted a way of continually monitoring the 
heart rate during the process of resuscitation.  The other problem they have is the baby is 
delivered and put un-dried into an insulating bag so only the head is shown.  Therefore a 
heart rate monitor in a hat would be a good way of solving the problem.  Significant numbers 
of babies are resuscitated every year worldwide and a one use disposable product could be an 
interesting business to get into.  They started research and in parallel have pursued 
commercialisation of the idea including looking at the market, protecting intellectual 
property, talking to medical device companies, and getting in funding to look specifically at 
commercialisation as well as funding for the research, which has been sponsored by a charity 
and the MRC. 
Spinout players 
It started out as him and his three supervisors from the PhD.  When they moved into baby 
monitoring one of the supervisors stepped back but is still linked with the commercialisation 
activity.  Two clinicians and a commercialisation manager from the central Technology 
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Transfer Office have joined the team.  The commercialisation manager has helped with 
market research and getting funding for commercialisation. 
There is currently no business entity but they have the standard revenue sharing agreement 
with the University around the patent.  They are still looking into whether the activity will be 
a spinout or a licensing deal and they are talking to a couple of large companies.  They 
received letters of support from these companies, which they used for a recent grant 
application and they have gone back to the companies to see if they want to get involved with 
more of the activity.  They are trying to grow a relationship with industry around this idea. 
Spinout phase 
They are at the technology demonstration phase.  It is an important phase because of the 
medical application, so they are seeking to evaluate how accurately they can measure heart 
rate and how reliably they can do it in order to build up a body of evidence from research 
with the intended patient group.  They are doing it as well so they have evidence to take to 
companies or investors to move things forward and provide proof of their technology along 
with the business plan.  In parallel with this they are looking at other areas where the 
technology can be used and commercialised. 
Key external relationships 
For the team the key relationship has been with the commercialisation office at the 
University, it has been key and one person has been particularly proactive in getting funding 
and setting up meetings.  They have had a lot of support.  He knew them already because he 
was part of the Medici fellowship and his supervisor has had previous spinout experience, so 
the relationship with them has been very good.  They are good at helping with the process of 
commercialisation as well as the processes that needs to be followed through the University. 
They have a good relationship with the clinicians and one of the reasons why the activity has 
been successful is because it has come from a clinical pull and has been driven by the end 
user.  They have moved fast into the hospital setting and been involved in using the 
technology in real situations.  The nurse recruits parents and babies and he can see how they 
use the device and this really helps with development.  The link with the people using it has 
been very good.  It really helped with raising funding that the clinicians and engineers have 
worked so closely together and they have had good feedback from the grant panels regarding 
the tight and cooperative nature of the relationship.  The nurses and clinicians have been 
really beneficial to the process.  They recently did a presentation to the MRC for £250,000 in 
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DPFS funding and jointly presented with an engineer and clinician.  They also took this 
approach to get £120,000 from Action Medical Research. 
They presented to Lachesis and got pathfinder funding from them.  They got a connection 
with Lachesis via the Technology Transfer Office.  They presented to the germinator panel at 
Biocity, but it didnÕt really go anywhere, they were trying to get support for a mentor.  They 
got an agreement for support but they didnÕt spend the money before the budget period ran 
out.  Lachesis has paid for some market research and other bits of activity. 
There have been a few links gained through business planning competitions he has entered.  
In all three competitions he got through to do panel presentations and got feedback from 
them.  It was useful although there is not a strong relationship there. 
Network gaps 
He is positive, everything seems to be going well, they targeted the heart rate monitor for the 
deliver room and they have a good relationship with clinicians.  They got £120,000 two years 
ago and a further £250,000 to move forward.  They have a patent in place and have done the 
market research.  They have a link with industry and through his supervisor have access to 
experiences of spinout activity, which is fed down to him and the others involved.  He is 
pleased with how things are going.  It would be nice to have more money to get another 
engineer to move things forward quicker but things are still progressing well. 
It would be good to have a stronger relationship with industry through one or two large 
companies.  They are starting to foster relationships and he is building one with someone he 
met at a conference who is an R&D director in patient monitoring.  He is building that 
relationship and has had a letter from the director to support his grant funding application.  
He is now trying to get their input into the research activity.  It would be nice if those 
relationships had been developed much earlier and a few more companies involved from the 
early stages.  They would like to have talks with manufacturers to strengthen the relationships 
and be able to get their device integrated into resuscitation trolleys.  They have gained a few 
contacts through conferences and events that different members of the team have attended.  
From an academic point of view it is important to maintain awareness of the work and make 
sure others that could be on panels are aware of it.  They are good at promoting within the 
University so when opportunities do come up they have been well positioned to capitalise on 
them. 
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Online network development 
They havenÕt used online means to build their network, it has all been done through people 
they have met or knew already.  He has attempted it in a cold calling way and it didnÕt really 
get him anywhere.  His experience has been that it can be hit and miss.  He prefers to meet 
people at an event then follow up from that.  Conferences have proved to be the most 
beneficial channel so far. 
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Interview 14 Ð University TTO 4: 
Background 
He was originally a mathematician and worked for a large company before starting up his 
own business that turned over £84m before being sold.  He qualified in law during this time 
and then retired but got involved in patent litigation and worked in America.  In 1993 the 
University was looking to strengthen its commercial side and also wanted someone on the 
board.  They where looking for someone to develop strategies to improve commercialisation 
and the leveraging of intellectual property.  It is now his role to do this.  He is also a non-
executive director for a number of companies and gets involved with venture capitalists and 
undertakes non-executive roles for them. 
Key aspects of the role 
The University is structured differently from many other universities.  They have a board 
made up of academics and business people and they run the University like a public 
company.  His role is to sit on the board and look at general strategy and develop the 
intellectual property strategy across the University that will embrace matters including 
ensuring they have a good understanding of intellectual property, capture it, protect it, and 
commercialise it.  They then have a business development team across the University that 
undertake the grunt work with regard to accessing the intellectual property.  The business 
development team is based in each of the schools and each school has at least one business 
development manager.  There are also some pan-University business development staff that 
try and sell the University.  The University currently turns over £14m from commercial 
activity, which includes licensing, industry partnering, spinouts, and research consultancy. 
They start with a modest research base but exploit this base much better than the other 
universities in the region and make considerably more money than the others.  There has to 
be a correlation between research money in and commercial exploitation of the research base.  
On that front the University is performing much better than the others in the region. 
Spinout activity 
He has an issue about spinout companies and he would rather keep the intellectual 
property/technology within the University and develop it prior to creating a spinout company.  
Numerically they donÕt have that many spinouts.  By value theirs are incredibly valuable and 
they have a number of ongoing projects that take venture capital money into the University to 
develop the intellectual property.  They donÕt always sit as spinouts in the early days.  In 
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terms of spinouts they were one of the first Universities to issue a prospectus to the public to 
invest in one of their spinouts during the 1990Õs.  In terms of other businesses they have a 
few larger successes and a thin tail of early stage businesses that sit behind them. 
With regard to spinout activity they will push for further research funding for intellectual 
property in order to make it commercially viable before creating a spinout company.  This is 
because there is a burden to owning and controlling a business with intellectual property, so 
they only spinout a business when it is the right time to do so.  This approach means that they 
de-risk the prospects prior to spinning out and as such donÕt have many failures. 
Spinout management teams 
By the time they reach the point of having a spinout company they have already recruited the 
management team.  Although the academics will often be part of the team they will rarely be 
the managing director so the team needs to be brought together prior to spinout to support the 
academics.  The process includes making sure the technology is in a good state and the 
business is well financed as well as ensuring there is a good management team in place. 
External relationships and access to resources 
There are two relationships that have equal importance, access to the financial community 
including banks, seed capital and venture capitalists and on occasion business angel 
networks.  But equally as important is being able to access networks where they can recruit 
management teams. 
The recruitment network is an informal network between colleagues and other contacts and 
involves knowing where to go to find particular people.  There is a formal network in the 
East Midlands that has a mentoring and management scheme, but he has never used it.  From 
years of being in this area and knowing many venture capitalists who have networks of non-
executives he can access the management resources he needs. 
In terms of seed capital groups, venture capitalists and business angels, he has access to those 
that operate in the East Midlands.  There are also the wider investor networks in the UK as 
well as those outside of the country and they have raised money in the past from the US. 
Sources of Venture Capital 
There are some East Midlands based venture capital funds but they donÕt limit their horizons 
to them alone.  They try to get exposure to as many people as they can.  From his earlier 
career and the last 20 years as well as his time spent as a non-executive director linked with 
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venture capitalists he has built a large network.  He has about 6 non-executive directorships at 
the moment and knows many venture capitalists both in the UK and outside. 
Funds generally target specific technology areas or industry sectors.  There is an increasing 
reluctance to do early stage drug development work.  But there is still plenty of money 
around if you know where to look. 
Network gaps and resource issues 
For him there arenÕt any real gaps, although it would be good to get more low level seed 
funds because there arenÕt that many about at the moment, but as a result of his age and 
experience he can normally use his networks to get the resources he needs to bring deals 
together. 
Its not easy to recruit management, it would be nice if there were more and they were cheaper 
but they have pretty good links and through him, other directors, and academics they have 
been successful at getting teams in. 
The UniversityÕs commercial focus 
On the business side the UniversityÕs commercial focus has been an advantage.  People have 
now caught up to a reasonable extent but they have been cited as being best practice on 
several occasions.  However sharing this knowledge with other universities seemed to go 
against everything he had learnt from the commercial world, but he still did it. 
Relationship with the academics 
He doesnÕt have a strong connection with academics but his team does and they work hard to 
bring through the disclosures and raise awareness of key activities. 
There are pockets of academics that embrace commercialisation activity, there are others that 
are cautious, and then there are others that have no interest in it.  Over the last 15 years they 
have fostered a culture that encourages commercialisation in its broadest sense and it has paid 
off because they have been successful at it. 
With regard to the commercial relationship they have with the academics they have a formula 
that works for dividing equity or royalties.  It is not published but it is very black and white. 
Commercial relationships with other Universities 
They are involved with Lachesis, were part of bringing it together, and play a lead role in it.  
When you look at its value against its original investment it is the most successful seed 
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fund/challenge fund in the UK.  The universities work very well as a group and its success 
has been as a result of the collaboration.  There is some competition of course but when you 
look at the level of people involved there is a good level of collaboration.  There are many 
collaborative activities also going on outside of Lachesis as well. 
Student start-up involvement 
The Technology Transfer Office does not get involved with student start-up activity but the 
University has a variety of student initiatives running within the schools and across the 
University to aid in student start up business activity.  The University has a campus enterprise 
office that runs competitions for students and aids them with business plan development as 
well as giving them office space and business support services. 
The University has had some good successes through those activities and some good 
businesses have resulted.  They also run an activity like DragonÕs Den that they put about 300 
students through per year.  They have programmes in place to help students write business 
plans through the business school and at the enterprise office as well. 
Commercial relationship with the business school 
They donÕt have a commercial relationship with the business school.  When they require 
business support they normally go to professionals outside the University and donÕt call on 
the business school. 
Online relationship building 
They are just implementing an intranet based system now that will give access to each others 
networks and resources and they are about 6 months into the development process at present.  
So the business development managers will be able to tap into different networks.  He has a 
slight issue into opening up his network to let everyone have access to it, so there is an issue 
around managing that activity.  But they are developing that infrastructure and they have just 
appointed a corporate sales director to develop many aspects of that commercial activity. 
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Interview 15 Ð University TTO 5: 
Background 
He did a PhD in genetics at the University and then did a post doctorate and some 
commercial research activity before spending the next 16 years working for a corporate.  
Through all that time he looked after technology research internally in the company.  There 
was a wide variety of activity he was involved in.  He joined the University in 2006 and 
currently does two roles; one involves running an embedded bio focused business 
development unit that manages all commercial exploitation activity for the bio/medical 
department.  They tend to get much earlier scale technology coming through this unit and he 
has issues because the academics expect to move things forward a lot quicker than is feasible.  
Being embedded has seemed to work in this department, but it is very hard to find people 
with the right skills to do technology transfer.  His other role is head of research 
commercialisation for the entire campus.  Eventually there will be a hub and spoke set up 
across the University with him as a hub and satellite operations running in the different 
departments.  There is a lot of funding about at the moment for enterprise fellows, but it tends 
to be led by departments or schools.  The department gets the money and they feel the 
technology transfer person belongs to them.  Why he feels the bio business development team 
has worked is because it isnÕt part of the department and they work for the University itself 
and as such this separates them from the academics and they can maintain their University 
focus, which makes hard decisions easier to deal with.  The relationship between the miners, 
exploiters, and the developers and how they interact with the academics has been a critical 
relationship and he sees the client relationships changing during any given interaction.  The 
ability to swap hats mid discussion is one thing that makes their lives difficult so having that 
separation is important. 
Role at the University 
There are three enterprise activities they go through.  There is straightforward technology 
transfer and everyone does it the same, encouragement of intellectual property development 
and finding intellectual property, and putting in place plans to exploit intellectual property. 
The other role is getting money into the University to support projects.  This activity takes as 
much time as the other activities put together because it is a research institution and they need 
research funding to continue research activity.  The further you go down the food chain the 
more important research funding is.  If people come to you with intellectual property that has 
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been done through funded research that is one thing, however if someone comes forward with 
a speculative idea they often have no funding and they then try and find a means to fund it.  
The more time you spend dealing with academics the more likely they are to come forward 
with their unfunded ideas.  Academics might not agree with it but they have got the fact that 
if they produce something useful eventually they will find someone in the University to take 
it on.  What is a lot more difficult is getting them to come forward with their unfunded ideas 
that fall outside their current research area or agreements.  One way they can add value in 
their jobs is to develop partnerships with academics to bring through the creative ideas they 
have.  Over time the quality of these ideas improves, as the academics understand what the 
business development people are looking for.  The other side of what they do is straight 
entrepreneurial activity, very often it is not based on intellectual property and can be service 
businesses or consultancy businesses, and they tend to work with them on the ideas as a 
project until a business is formed. 
Key relationships 
Within the University they have three team leaders who are key people in generating 
relationships with industry or accessing funding.  Most of their projects of size have a 
regional angle to them and can access regional seed corn funding.  There is then the network 
of professional advisors and consultants that are linked through Biocity and Lachesis for 
early stage support activity.  On the other side in the academic community, there are two core 
groups, academic leaders who are the entrepreneurial champions that have worked with them 
before and they work with them regularly.  They are key info providers in the community and 
people know the academics that work with them.  Then there are a group of people, like 
group leaders and deans, who are paid to work with them. 
In the region there are a series of opportunities to meets his counterparts from other 
universities, Lachesis is an example of this.  More sector specific groups include Bio 
Connects, Biocity, and various agencies like EMIN.  They belong to a wide range of 
networks, which add value by bringing people together in a trusted environment where they 
can do deals.  Those informal but well recognised networking sessions are really valuable in 
creating synergies.  Deals would be hard to engineer in a more formal context.  They have 
been really useful for productivity.  In the other technology areas, outside of bio/medical, the 
networks and gatherings arenÕt so formal or he isnÕt as aware of them and other members of 
the team often deal with these sectors.  His University team is 10 people in total.  Means 
people know who to go to, but they canÕt always do what needs to be done. 
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They have a gripe that the Nottingham centric regional focus means there are networking 
opportunities that they canÕt tap into.  Some others have also expressed they have similar 
issues.  Because many of the regional networks and EMDA are based in Nottingham it has 
created a bias but there is not much they can do about it.  It is an issue of how you separate 
the pan regional opportunities from the Nottingham specific opportunities? 
Access to Management teams and financing 
They have a group of associated individuals that they engage through their spinout companies 
or former spinout companies.  There is a much bigger role for the public sector in funding 
entrepreneurial activity, so they have a relationship with the Welcome Trust and they give 
awards for activity.  Maybe itÕs a factor of where they are that they are more likely to get 
funding through these organisations at present than they would be to get money from a 
venture capitalist.  They have quite a poor connection with venture capitalists and private 
investors as a University unless they have had prior engagement through one of their spinout 
companies. 
Spinout investor engagement 
They have two types of spinout businesses; these are intellectual property based or 
consultancy/service based.  Many universities donÕt believe in the latter but they have a 
history in this area, however they havenÕt had any new ones since he has been there.  The 
latter businesses are organically grown and donÕt require funding. 
Virtually all the intellectual property based spinout companies that have been funded have 
come through Lachesis and the next phase of funding onward is done by the spinouts 
themselves with the aid of their venture champions and Lachesis consultants who tend to 
have more success than they have historically managed to achieve.  They have not had many 
large projects that have not gone through the Lachesis route.  The University gets it to the 
point where itÕs ready to go through Lachesis and at that point it is incorporated.  They have a 
two-year incubation period where companies are allowed to work off campus and they have 
subsidised facilities, although their companies tend to go over that period.  The University 
has a prominent role in getting public finance backing but donÕt have much of a role in 
gaining private funding.  The spinouts are useful to the University in that they help gain 
access to more experienced entrepreneurs and if that link werenÕt there it could be an issue.  
The University doesnÕt have that much spinout activity so in general the business facing side 
is less significant, their strongest link is between research and teaching not the third stream. 
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Spinout equity 
They have a standard spinout policy for dealing with equity splits between the University and 
academics involved.  It is quite a generous toward the University and is flexible to an extent, 
depending on the role of the University in the development of the intellectual property. 
Network gaps 
He has a gripe with their access route to knowledge about regional businesses.  Public 
organisations are funded to draw together this information but they wonÕt give it away.  
There are agencies that hold similar information but the only way to access it is through 
asking blunt question.  All he wants to do is search the list, but he has to ask the question and 
they give him a list of companies.  He is not allowed to play with the list.  It is easier for him 
to go through Google than to go through EMDA.  He would like to be able to engage with 
their regional business base better but its being inhibited. 
The University lacks really good knowledgeable sector specific consultants.  There are 
hundreds of generalist consults that he is not interested in.  He wants to be able to access 
sector specific expertise and a database of these people would be useful, he wouldnÕt mind 
going to other universities to access the knowledge if he could.  ItÕs difficult to find because 
there is an over abundance of generalist consultants and not as many sector specific ones.  It 
is a significant gap for them.  ItÕs not about evaluating intellectual property; itÕs about 
understanding market relevance and understanding how it would fit in the field.  They want 
to know who is doing what so they donÕt have to waste time developing intellectual property 
in areas where others are already doing things.  It gets more serious the more you move away 
from your area of expertise.  Funders seem to focus funding on the areas that are most 
fashionable and the deserts of activity are more likely to be where the new opportunities will 
rise, so access to a service that helps them understand the market and what is going on would 
be a great benefit.  Its where they spend an awful lot of their amateur resources, everyone is 
on a learning curve and an expert in the field would give a view quickly and they would be 
willing to pay for it but they often canÕt find it. 
There are funding gaps, particularly at the moment.  The £250,000 to £2m range is a problem 
and the second you get out of Lachesis you hit problems.  The costs of transactions are so 
high people arenÕt interested.  What do you do about failing projects?  They have less than 
most but universities are full of walking dead that no one wants to write off.  The incentive to 
put companies out of their misery is an issue, was okay a few years ago but that is becoming 
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a real issue at the moment and some major decisions need to be made regarding these 
businesses. 
Online access to networks and resources 
They donÕt really use online means.  However they developed the only one they have used, 
which is the EMDA bio connects database.  The whole idea about a shop window for 
intellectual property and consultancy services has been being kicked around for years and 
there are two fundamental problems.  No one in the University has the time to keep the sites 
up to date, so they are often full of rubbish, and he spent time in industry and he knows that 
they donÕt spend their time trawling through websites looking for intellectual property and 
technology, they phone a friend and ask questions. 
Everyone has tried to develop a new way of doing it but they never get the funding to be able 
to populate them.  There was a new one started this week by EMDA called the innovation 
portal and it provides an opportunity to put intellectual property projects on there.  The idea 
of populating someone elseÕs website for them is not going to happen.  There is a lady at Bio 
Connects, they have an expertise database there, and the universities have come together to 
pay a small amount to get her to do the job of population for them.  They scan all their grants 
and put them on there so you can find the people doing research. 
The world is full of loads of websites with the odd bit of intellectual property information on 
them.  Everyone seems to have the same problems but there is never a new solution to them.  
This problem has been around for a long time and hasnÕt been solved.  Manchester said they 
had solved the problem by simply using a spreadsheet and other people are invited to put 
their projects on it and they send it out every few months.  You are never going to spend your 
time scanning through websites.  The big hole is getting the level of detail right.  Many 
agencies have said they would like to showcase university activity but they keep missing the 
mark by going to high or too low with regard to detail.  Everyone produces technology fliers 
but itÕs really hard to keep them up to date and non-confidential.  He tends to use publicly 
available tools like Google than any particular website. 
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Interview 16 Ð Technology Entrepreneur 3: 
Background 
He failed at school and got on a YTS training scheme selling cars, which he enjoyed.  He has 
always had a natural sales ability.  He left that at 18 and saw an opportunity with mobile 
phones, fax machines, and photocopiers and started selling those for a company.  He did well 
in the role.  He then left the company and set up his first business at 19 years old to do the 
same thing.  He got an office in Nottingham and all the other things that go with it.  It was a 
big eye opener, it took a lot more than front of house, there was more to it.  It didnÕt last long, 
about 4 or 5 months. 
He went back to college and then got involved with computers in the early 1990Õs and 
recognised the importance of software.  He got a job where a friend worked in software.  
Spent a few years with them learning about software tools and early Internet activity.  He 
moved up in the company but decided to leave and learn to fly helicopters.  He went to 
America to do that. 
He recognised the opportunity of the Internet, and came back to the UK thinking about e-
commerce.  He moved back to Nottingham and found a systems integrator that he joined.  He 
wanted to join that type of business over a simple Internet design house.  He wanted to join a 
business that did the clever back end stuff.  The company was focused on intranets but he 
wanted to do e-commerce.  He was with them for 5 months when he approached a friend of 
his to start an e-commerce business and they worked through the numbers and realised they 
were short of cash.  He went back to his managing director and threatened to leave.  The 
managing director in response offered to fund the business on a 50/50 basis using the 
companyÕs resources.  The new business proved to be a success. 
They won some large contracts and became the key division in the company.  This led to the 
company being bought by another larger company that wanted to expand from hardware into 
software. 
It worked out that he and his partner knew two guys from the company that bought them and 
they went to them with the idea for an online store and they raised £100,000 to do it.  This 
involved putting in £10,000 each of their own money.  They then built the business whilst 
still working for the software company.  It was the first big success he had been involved in.  
He and his partner were now running two businesses so they split up to run one each.  After a 
while he left the company to focus on the online store. 
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They partnered with many brands to be the partner of choice for Internet retail.  They decided 
to build everything in house as appose to getting a third party in so they could be in complete 
control of their business activity.  They also recognised they had an opportunity to use multi 
channel means of selling and used WAP and Internet TV as well as other means.  It was very 
fast paced and he saw a bigger opportunity in providing a B2B offering for a white box 
solution for numerous brands and that proved to be the most successful part of the business.  
He left the business in 2001, although it is still operating and very successful. 
Key external connections 
Funding was key; meeting the high net worth individuals was important.  He was able to sell 
the concept to these individuals.  He was able to convince one person to invest but he wasnÕt 
hands on.  Takes more than just a good idea though, it takes a team to deliver and you need 
the right mix of skills to attract funding. 
They almost floated the company and met a number of people through one of his other 
investors that wanted to take the business public.  You then get exposed to peopleÕs networks 
as they invest in the business.  His exposure to seed capital, business angel capital, and 
venture capital investors has helped to grow the network.  The IPO experience was invaluable 
and meeting the other investors was a huge benefit and provided a very good education in the 
boardroom.  He has met a lot of successful entrepreneurs that have made a lot of money.  He 
has gained a huge network as a result. 
The people he had employed through the business have become another good network and a 
lot of them have gone on to create their own businesses.  So he has a network of businesses to 
work with.  Also the partner businesses he was involved in have become another good 
network and these people have moved up through the ranks.  He has also met many 
entrepreneurs through networking events.  His Rolodex has become a means of accessing 
information and resources from many different areas. 
Network gaps 
The management team is very important.  You need the right people to talk the idea forward.  
There is often a void between the idea and the right people to take the business forward. 
With his experience he doesnÕt see any gaps that he couldnÕt overcome at present with the 
network he has.  Still need to be able to identify the products, partners, and tools you need to 
help operations in the Internet space and that is a real minefield now. 
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Ten years ago less was understood about marketing in the Internet space, now it is different.  
The marketing is now much better understood and there is a lot more competition.  There are 
companies that solely do online marketing.  Without good marketing you can be in serious 
trouble and it is another minefield.  It can be a way to generate a business very quickly if you 
have the margins in the product, but the trick today is not just about the business model its 
about effective marketing.  He has friends in the marketing industry that specialise in online 
marketing, but you still need a margin in the product to have a marketing budget to promote 
the business. 
Online network fostering and maintenance 
Only operates on the fringes, he uses LinkedIn and it is a good way of maintaining contacts.  
He has used others but has not used any investor networks and he is a member of a few 
entrepreneurial networks.  LinkedIn has been the network that he has generated contacts and 
opportunities through and he has been asked for advice through it.  ItÕs the only one he has 
been contacted directly through based on his profile. 
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Interview 17 Ð Investor 2: 
Background 
He is a chartered accountant and worked for a consultancy for 6 years where he got exposure 
to deals.  He then left to join a pharmacy company, which gave him a good introduction to 
healthcare and he had a strategic/commercial role.  He was in that business for 2.5 years 
before joining the investment company 3.5 years ago and it was something he was always 
interested in.  He knew a number of the people in the investment company from his time with 
the consultancy and was approached by them when an opening became available.  On joining 
the investment company he began by managing existing companies and attending board 
meetings as an observer, this involved follow on investment and exits as well.  He then 
moved on to get involved with new investments and he spends 50% doing new deals and the 
other half doing existing company activity. 
Key activities 
The first thing you do is look at the business plan and decide if itÕs of interest.  If it is you 
meet the management team, which is important because you are investing in these people.  
You have to be comfortable with them, in early stage activity the teams often need 
supplementing so they often look to introduce a non-executive director to the business in 
terms of having someone that can represent their interests on the board.  But they have to add 
value to the company, it is often the chairman role that they fill with this person, so relevant 
experience of venture capital backed companies is important, that is one of the key value add 
areas they bring on top of the cash and they have a network of 400 to 500 individuals that can 
be brought in and invest a little bit in the company and join in a non-executive role. 
Sector specific networks 
They maintain a large network and have a huge breath of people they can draw upon from 
varying sectors.  They go very broad and it isnÕt often the case when they wouldnÕt have 
someone in a given sector.  On occasion they may not have someone but they would then 
advertise to add someone.  Their network is always growing as a result of the interactions 
they have with other investors and groups. 
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Other activities 
They are well networked with other funding providers so they know bankers and others that 
they can provide introductions to, they can also introduce companies to other venture 
capitalists to build syndicates and are very well connected with the others in the space.  Once 
they are invested they bring a good level of experience in focusing and managing a company 
ready for a sale or floatation, it is what they do on a day-to-day basis. 
Start-up phase and investment 
Things are different now from the past.  As it stands now they wouldnÕt invest in an out and 
out start up company.  They look at businesses that have at least generated some sales and 
have revenue that proves that the business model works, rather than investing in a start up 
that hasnÕt proved anything yet. They want a reasonable amount of risk taken out. 
The funds 
They manage three funds; the first is an East Midlands specific venture capital fund.  It was 
investing initially £250,000 then another £250,000 after 6 months.  It then goes beyond that if 
needed.  It could invest in any type of business from any sector.  They invested in about 20% 
start-up businesses and it leant itself well to start-ups.  It ended about a year ago and it was a 
£30m fund geographically restricted to the East Midlands. 
The second is an innovation and enterprise fund, which is a West Midlands focused fund of 
£20m for investments of between £250,000 and £1m in any given deal and must be matched 
by private investors, there is still a year to run. 
The last fund is a growth fund, which is a £30m fund investing between £200,000 and £2m 
targeted at later stage businesses.  It does do the odd early stage business and around 30% of 
that fund in that area, it still has a number of years to run.  It is a UK wide fund, although the 
business still has a Midlands focus and their network is based mostly in the Midlands area. 
Key external connections and resources 
Can come in at a lot of different levels across the business.  Can be people directing 
businesses toward them, people to help support the businesses when they have invested, and 
people to aid in selling the businesses on exit.  Even someone to help turn around a business 
if needed. 
Introducing new investments comes from various sources.  The best is corporate finance 
advisors at accountancy firms.  They get to see a lot of transactions and they see some good 
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opportunities that they put through.  ItÕs a key network for them and they have to make sure 
this group is aware of them; this is from one-man bands up to the big four.  The mid tier 
companies supply the most opportunities.  The banks are a good source of existing portfolio 
businesses on their books.  From the public sector Connect Midlands has been a source of a 
few deals at the early stage.  Get a few deals through from lawyers but not many.  Get a 
reasonable level of direct enquiries.  Go to networking events and have a good marketing 
programme to ensure they maintain their connections with the above groups.  They work 
actively supporting Connect Midlands and sponsored a DragonÕs Den style competition for 
local businesses.  They actually invested in a few businesses from the competition through 
the regional fund they have. 
In terms of investing you need to understand the business and the sector it is in and being a 
generalist you canÕt know everything.  Often the non-executive they bring in is used to 
undertake due diligence.  You need to do financial due diligence and commercial due 
diligence so they bring in people to aid their.  For bigger deals there is more that can be done. 
Once invested in a business, if you need to change things you often access the non-executive 
network to find individuals to manage change in the company. 
In terms of managing the exit from the company, the most cost effective way is if the 
expertise is in the company but often you have to get advisors involved in the business and 
often that means going back to the corporate finance advisors. 
On a periodic basis they have to go out and get new funds, this can come from a wide range 
of sources and they have ongoing discussions around expanding their investment base.  They 
get involved with EMDA for the first fund although it had no money in it from the agency, 
although EMDA were supportive and helped bring it together. 
Industry sectors for investment 
In terms of sectors you have to bring someone in, they have focus areas they look to invest in 
but will invest outside those areas.  Their focus is on healthcare, environmental/clean 
technology, sector support services, and wider technology.  One of the things that allow them 
to invest in those areas is the network of expertise in those areas and the due diligence 
network.  Their expertise is in identifying good investments but you still need that sector 
specific understanding to support it. 
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Network gaps 
A big challenge for any start-up is getting the right focus to the plan, with germinators they 
fund getting an individual involved who understands business and the sector and can drive 
the business forward so it can win some funding.  That is key and there probably isnÕt quite 
enough of that, but there are many different routes to get it.  For businesses it can be a 
muddle and confusing as to how to get it done. 
They have done spinouts from universities and it is their main source of start-ups.  The 
Technology Transfer Office teams they have dealt with to date seem reasonably good when 
they deal with them and a number of good investments have come through them, although it 
may not be the case at other universities.  They have found that particular schools in 
universities are more prolific than others. 
The quality of the pipeline varies by source of referral.  Generally there is a lot of good stuff 
in there but only about 2% get invested in. 
There is a funding spectrum gap or equity gap.  You can raise £4m to £5m and up from fully 
private venture capitalist firms but below that it is harder.  Often you are looking at some 
kind of Government intervention to make it easier like tax incentives.  There are then funds 
with Government investment in them to make the fund more attractive for private investors to 
join.  Their funds have some level of Government money to attract private investors.  Within 
the gap there are various types of funds looking to invest in businesses.  Below £500k is a 
tricky area and they cover £500k to £2m, you have one that sits below that to do the few 
hundred thousand range, but since their East Midlands fund stopped, that area has been an 
issue.  For early stage businesses looking to get funding it has become harder to raise finance.  
They are now focused on later stage businesses.  There are a few areas that are a bit tough.  
Over £1m you open yourself to other funds.  The bottom end is definitely lacking in the East 
Midlands. 
The key challenge is getting investment in the right shape to invest in the first place.  Once 
they have that their connections into advisors and others is good.  Start-ups are a bit more 
difficult and people have to help out for a stake in the business and it makes it more difficult.  
Everything start-ups do are all new and they always need help, often they donÕt realise they 
need help and it can be where they fall down.  ThatÕs why it is good to have someone there 
who has done it before to move along side the business to help them through. 
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Resolving the gaps 
Grants are a useful way of helping companies out with early stage activity such as the R&D 
in developing a product and match funding is a useful area and signposting companies to 
those sources is helpful.  Funding for aid in getting larger investments, such as help toward 
professional fees would be helpful for companies.  As a business they get involved with 
EMDA and they do flag issues with regard to funding issues. 
Online means to foster relationships and access resources 
They have a package called Corp Fin that is a big company database that tracks deals and 
links to Companies House.  They use websites for competitions and business plans are posted 
in secure areas for judging.  Always looking at company websites to judge how the company 
looks to an outsider.  Many businesses have poor sites and it can give a poor first impression.  
Have an identity checking system that they use to check people before they invest. 
Marketing wise they constantly send out news stories through email.  In terms of doing 
relationship building online they donÕt really do anything other than that.  They rely more on 
their personal relationships.  They need to make sure they are known and they do that directly 
and regularly.  Also the outside groups are getting better at understanding their needs but it 
requires constant activity to maintain yourself on people radars so you have to constantly 
work on the connections in the network. They do benefit locally from being local and it 
means they get a lot of business come their way, although the London firms are starting to 
come up to the Midlands looking for deals.  They are definitely one of the most well know 
venture capitalists in the region. 
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Interview 18 Ð Incubator 3: 
Background 
He is a qualified cost management accountant and has spent the last 30 years in 
manufacturing and construction.  He took a role in the management buy out of an engineering 
company in 1995 and therefore has experience of the leadership of an SME.  He was there for 
14 years then went back into the construction industry.  In March this year he came into an 
interim operations role in the incubator. 
The role 
His role is the day-to-day running of the incubator and to be the first point of contact for new 
potential tenants and to judge them against selection criteria.  He will then decide if they can 
join or in some cases will move up the management chain for a decision.  He gets involved in 
space management, tenant mentoring, maintenance, finance and budgets, health and safety, 
risk assessment, and staff management.  He is also involved in other higher-level work in 
preparation of board papers and budgets for potential grow on spaces. 
Tenant selection criteria 
They look at a list of five or six criteria to see if a tenant will fit.  They start with if it is a 
University spinout.  If itÕs not a spinout they have to be innovative, technology driven or 
knowledge driven.  They look at student companies but these donÕt have to be in a high 
technology area. 
The role of the incubator 
It has been in existence for 7 years.  It exists as a link between the Technology Transfer 
Office and the outside world to act as an incubator for start up companies.  Very occasionally 
they take on slightly more developed businesses.  They look to foster the companies for three 
or four years and then move them on to grow on space.  They measure the companiesÕ 
progress as they go against business criteria and they have six-month reviews.  They also 
have coaching and mentoring facilities and they try to link them back in to the University as 
appropriate.  They are all about getting the businesses to a viable trading state.  A number 
operate on grants and the University is heavily involved in the intellectual property of the 
businesses.  Where the University provides funding for intellectual property they will take a 
stake in the company. 
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External network connections 
The first thing that happens is on the intellectual property side and that is going on in the 
background and happens often long before anyone joins the incubator.  They have a number 
of coaching and mentoring companies they use and they specialise in leadership skills, team 
working, and working with start-ups.  They donÕt however offer a complete set of skills.  
They also have two networking groups they run and when the tenants are accepted they are 
able to join these.  One is focused on technology and the other is more broadly business 
focused.  The way they work is by running programmes through out the year on a monthly 
basis and they bring in speakers in particular areas.  Bring in a range of skills at a group level 
as appose to aimed at any given individual. 
The Technology Transfer Office deals with all the intellectual property and the incubator 
deals with other business support issues.  Some academics donÕt seem that interested in 
taking things through the incubator but there are others that do. 
Investor involvement 
There are two levels of investor groups.  There is Lachesis that offers academics funding for 
costs.  As the commercialisation process goes through there are a number of investors the 
Technology Transfer Office will use to bring in capital and management.  It is all linked into 
the incubator. 
Network gaps and issues 
In terms of coaching and mentoring, the incubator has not been proactive.  They only act 
when it is requested.  There is now a move toward providing a package of activity to support 
the businesses.  They may do it by having a list of specific business support providers they 
have assessed and are happy to recommend.  They are looking for a group of suppliers.  
Entrepreneurial support, they are looking for business buddies to help the businesses.  They 
are also looking to get closer with the business school to offer coaching and mentoring on the 
finance side. 
Another area is on the general legal work and they donÕt cover that, they need a number of 
specialised legal firms they can recommend.  Looking to build the network of support. 
They are moving from being a light touch to being more proactive in supporting the 
businesses but it needs to be driven further in the next year so that when a new company 
comes in they can offer services to the businesses to be taken up as they need them. 
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Other major issues 
The biggest problem the incubator has is that 50% of its revenue comes from one tenant and 
they may be moving on in the next year or so.  That gives problems in terms of available 
space for new tenants and for expansion.  It stops the centre developing and moving forward.  
When they do move on they will have to restructure the building but it means they will be 
able to move from 25 to about 40 tenants. 
There is a good relationship with all the tenants and there is a good environment in the 
incubator.  The other thing is the support package that has been discussed.  Would like a 
complete package.  There are other areas they can grow like increasing the number of virtual 
tenants and the availability of small office space. 
Revenue model 
The building is rented from the University and they charge on to their clients on a rent that 
climbs from year 1 to year 6 and includes all bills.  Other costs like telephones are small.  All 
the meeting rooms are free except for the conference area, which they charge for.  Other 
income comes from renting out the space to external groups. 
Networking within the incubator 
There is normally a good attendance at the networking meetings; they normally get 20 to 30 
people.  They also encourage a tenantÕs forum around operations issues.  One meeting that 
they run is a business brainstorm that the businesses contribute to and that is working well.  
They have a coffee morning as well for talking business.  They also get people getting 
involved in collaboration on occasion.  The incubator has a diverse population and it is rare 
that you can get someone to resolve a specific issue but general topics around business 
support are normally dealt with well. 
Online means to foster relationships 
He hasnÕt used online means but the incubator is a member of a few online groups, such as 
EMIN but that is really for the clients benefit.  He hasnÕt heard anything talked about by 
anybody.  Most networking is done face to face. 
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Closing discussion 
Another issue is that they are 95% full so expansion for existing businesses has become a 
problem.  They are looking for an additional facility that the University owns that will be 
rented to the incubator and using an EMDA grant will be refurbished, which will enable them 
to get another 20 companies into the incubator. 
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Interview 19 Ð Academic Entrepreneur 4: 
Background 
He is a civil engineer and worked for seven or eight years in industry before becoming an 
academic.  Being in industry taught him some important lessons such as everything needs to 
be paid for, someone has to meet the cost, industry has needs, and industry is so focused on 
the here and now it doesnÕt have an awful lot of time to look over the horizon.  A lot of 
academics that come straight in from their PhDs into academia miss that training and one of 
the big criticisms he has is that there are a huge number of academics researching away to 
solve industries problems without talking to industry, so they donÕt know what the problems 
really are so the solutions they develop are irrelevant. 
Coming into academia with an industry background meant his research work had an industry 
focus.  The advantage of academia meant that instead of working for one company he could 
work for many different companies.  So if one company wasnÕt interested in working with 
you there were others who might.  In the late 1970Õs he was doing work in computer aided 
estimating and out of that they produced the first computer system for construction estimating 
on this side of the Atlantic.  It was the first interactive one and it put estimators and their 
calculations eyeball to eyeball.  It was an exciting time.  The level of understanding in 
computers was very poor at that time and they were in at the front end.  Got funding from a 
number of sources and one was looking for a commercial outlet for their software; 
unfortunately they selected a wholly inappropriate company.  That put them into a fight and 
they set up their own company to sell the software instead, in 1982 they were supported by a 
local construction company that gave them some working capital and office space and they 
ran that business out of there for four years.  One day one of their big clients with its own 
software house decided to buy the company.  Was an interesting time to receive an offer and 
the company was not cash rich and it couldnÕt afford further development.  They had been 
talking to venture capitalists and he was going to have to make a decision to leave the 
business or academia.  The purchase was a good solution and saved some difficult decisions.  
His first PhD student was the managing director and went with the business when it was sold, 
but returned to the University after three years.  That was his first spinout experience. 
As the head of department he started sponsored degrees for industry.  Working for industry 
not with them.  When he became deputy vice chancellor he became a director of a few of the 
UniversityÕs companies.  Whilst in post he was involved with creating more University 
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facilities in order to bring engineering together in the same place.  After this had happened 
they had some old buildings free and he began a dialogue with EMDA to create an incubator 
if EMDA would pay to refurbish it.  So the incubator opened in 2002 and originally there 
were a number of organisations involved including the University, EMDA, the local council, 
the county council, and a group that represented technology groups in the region.  They were 
supposed to be the incubator partners but it ended up with just the University and EMDA in 
the end.  They filled the incubator with companies within 6 months and lost some money in 
the first year but have made money ever since.  They put in a network of support to teach the 
companies about business. 
When he stood down from the deputy vice chancellor role he became the director of business 
partnerships, knowledge, and information transfer.  Within his remit was the UniversityÕs 
consultancy business but it had been going downhill so they made an effort and built it back 
up again.  The consultancy business is an administrator for academic consultancy, but it is a 
weak model because it relies on the academics to do their own marketing and as such in those 
days it meant that some academics would not use the service unless the risks in terms of 
payment were high so they would let the consultancy carry the risk.  This created a black 
market of consultancy at the University.  He became the policeman to stop it from occurring 
and they now undertake self-assessment surveys to stop it. 
There is also lifting intellectual property out of the departments and looking to exploit it, they 
had a policy that would start with looking to licence the intellectual property.  The thought of 
launching a new company and new product at the same time was not ideal so they would look 
to get it into an existing company.  If that didnÕt work they would look to create a spinout to 
exploit it, and if that failed they would probably give it away.  The weakness with that 
approach is that you would have a lot of academics doing their research without interacting 
with industry in a close way, so it was useless.  That hard nose business link is missing from 
academia.  So that is a weakness. 
The next weakness is that the University system doesnÕt know what intellectual property is 
out there to be exploited.  They put in place a system that records all the submissions for cash 
and the potential of intellectual property coming out, so when it came to the end of the 
research period they could assess to see if intellectual property was actually being produced.  
That would then go to the Technology Transfer Office.  Then you are into the business of 
trying to exploit it.  He thinks there are huge losses of intellectual property that isnÕt getting 
exploited because the common behaviour of academics is to finish the research and write 
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papers and then move on to the next research.  If you look at what drives that it is the 
promotion rules that say that if you produce enough papers we will make you a professor and 
that then puts in a salary differential to keep you ahead of the pack.  So when faced with the 
decision to exploit the intellectual property, which is a difficult route, or undertaking more 
research, they more often than not go back to research until they make professor.  If you look 
at the promotion criteria it makes reference to commercial exploitation but in practice it 
doesnÕt happen.  Other universities are stronger at commercial exploitation and building it 
into the promotion criteria.  At the University the criteria is there but in practice it is not paid 
attention to and the focus is on papers.  It is a big driver to whether they go for exploitation or 
more research.  The driver for the University criteria is the research assessment exercise, for 
the first 5 assessments the criteria were all focused on journal articles and conference papers.  
Of the 2500 submissions to the last civil engineering panel for 2008 they got 2000 journal 
articles and 400 conference papers and no patents.  Over past years the research assessment 
criteria has driven the promotion assessment criteria at the University. 
The University has recognised that the criteria of assessment are not strong enough so they 
have put in place research plans.  These plans focus on the number of PhDs coming through 
and the research being undertaken as well as that planned.  They donÕt say what are you 
planning to exploit.  It does not exist in the plans, so all the pressure on the academics is to 
continue research and create papers.  The plans were originally developed to solve the 
problem that there wasnÕt enough research going on.  If you are a research led university you 
want 100% of your staff researching, so the plans were introduced in 2002 to ensure research 
was being undertaken.  However they donÕt drive staff to exploit research only to write 
papers. 
Applied research deficit 
What they used to say is that they have to be able to walk and chew gum.  Walking was 
writing papers and chewing gum was relating to industry.  But over the years the chewing 
gum has diminished.  Unfortunately it has meant for the universities that have good industry 
working relations that they have dropped down the assessment tables because they are 
submitting industry research reports instead of journal articles.  Need to get a balance and itÕs 
not right at this University.  As a result of all that you get fewer of your staff thinking they 
can exploit their research.  Given the large number of academics at the University, there are 
only a small number who work with industry and are focused on getting money from the 
outside world. 
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Fostering industry links 
Academics arenÕt fostering industry relationships, the building blocks are the sponsored 
sandwich degrees and they have great opportunities to build relationships through this route 
but they just arenÕt doing it.  There are some that are working well with industry but itÕs the 
ones that know its right to make a contribution to the world, but the university system says 
thatÕs nice but where are your papers.  They have just appointed a royal academy of 
engineering institute professor to manage £26m of industry money and drive the University 
to undertake more industry relevant research activity.  Unfortunately it seems that the 
university research community worldwide donÕt feel their role is to work with industry. 
There is a lot of work going on that never goes down the commercialisation pipeline because 
either the academic doesnÕt have the links to industry, or when they do get a good piece of 
intellectual property they would rather carry on their academic career. 
With the consultancy business, incubator, and Technology Transfer Office they employed 
people to go into the departments and hunt for the intellectual property.  There is a huge 
tendency for the intellectual property that comes out of PhDs not to be well developed, the 
academics donÕt recognise it and the University doesnÕt recognise it but the potential 
investors certainly recognise it.  So the research machine gets to the point where it doesnÕt 
quite deliver.  The bridge they used in estimating was a knowledge transfer partnership and it 
is a decent bridge to identify who is around to put money into speculative research for things 
that arenÕt market ready.  There are a lot of schemes like that but the investors that come in 
are more interested in funding those that are nearly market ready. 
Need academics that are willing to get behind intellectual property and push it forward.  It 
takes a different mindset to be driven to do things that are applicable to the real world.  His 
industry experience prior to joining academia has given him this view.  When he was going 
for head of department he was more interested in his company activity.  You learn by 
working with industry.  Real experience enables academics to understand the challenges that 
are faced by industry and those gaps are where research should be focused. 
The sponsored degree programme was about doing this, by providing an educational 
experience through both the University and through spending time in industry.  If you want 
research that is relevant to industry you have to work with them.  Their aeronautical 
department have a good industry relationship.  They do the majority of their work for 
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industry and are fully funded to do it.  Plus they are able to write the papers they are required 
to do off the back of the research. 
Key external connections 
They helped set up the Lachesis fund.  The University in the beginning was prepared to put 
money into spinout companies but it soon became clear it was just a way of giving away 
money and not getting it back.  The University didnÕt have the skill to be able to identify the 
good opportunities from the bad.  So the DTI (as it was then) put in place a plan to put up 
£3m if the University could put up £1m.  So five universities put up £200k each and launched 
the DTI Venture Capital fund, next they talked to EMDA who put in £3m.  The fund has 
legal structures in it and they had to appoint independents to run it and take the investment 
decisions, although there was an investment advisory board with people from the universities 
on it chaired by an independent, they werenÕt responsible for taking investment decisions.  
The biggest decision they could make was the hiring and firing of managers.  Over the years 
Nottingham picked up the bio money and Loughborough picked up the engineering money.  
That was their attempt at trying to get venture capital into university spinouts and serious 
judgement behind funding decisions. 
Two big issues all universities face is how to get academics involved in the creation of 
spinouts and how to create successful spinouts.  Both are areas where universities have been 
short in coming up with real solutions to the problems.  Many university spinouts fail, only a 
handful expands to grow and become successful.  The casualty rate is frightening.  Need 
serious judgement of the ones to fund and serious management in the spinouts.  Getting 
academics to come forward and getting good management in place are still an issue.  If you 
get 100 academics that may have intellectual property, 80 are happy to move on to the next 
research activity, 10 may think about the outside world, and the 10 left that knock on the door 
are the chancers that donÕt have good intellectual property.  What they tried to do through the 
fund was get rid of the chancers and find the ones with the really good ideas; unfortunately 
they are normally the best scientists and donÕt really want to be involved with spinout activity 
and want to become a professor. 
Network gaps 
If you go back to the incubator there are lots of people queuing up to give the businesses 
advice through the business champions network.  He has huge reservations about the quality 
of the champions.  There are about 500 that will turn up and give advice.  He reckons many 
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arenÕt worth talking to and have come from the corporate world and donÕt understand what it 
takes to set up a small company developing a new product in the market place.  He thinks the 
business champions machinery is over blown and only a small number are any good, but 
unfortunately too many of them want too much money.  So there only a couple that can 
provide good advice without charging the earth. 
There are technical gaps in that the academics donÕt understand their legal, financial and 
accounting responsibilities, which means they could get into trouble.  All they need to know 
is what needs to be dealt with and then it is easy to get the right people to support them.  But 
they need to know what they must do to be able to seek out business support services.  At the 
beginning most people donÕt ask, so how do you get their business responsibilities into their 
heads?  There is a lack of business management understanding.  He learned more by running 
a company on his own than when he was on the board of others.  To do it on your own is a 
valuable experience, he is very conscious of the fact that these things need to be explained to 
new start-ups.  Need real advice on the detail of running a business. 
How do you get into an academics head and light the fire to inspire them to take their 
intellectual property and break out and go and make a business of it.  It is a whole cultural 
thing and they have not created the culture that encourages academics to do so.  There seems 
to be a large focus on research and design, but not a large emphasis on the applied side and 
commercialisation. 
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Interview 20 Ð Incubator 4: 
Background 
He is a microbiologist by training and his career started with a sandwich placement at a small 
start-up that was an environmental biotechnology company.  He then did a PhD and joined a 
small start-up company.  Three years later he left and created his own company and ran that 
for 5 years before selling it to a large company. 
He then joined the University of Sheffield in a technology transfer role.  Technology transfer 
was fairly new at that point.  He worked for a consortium with three universities in the 
spinout field and he got involved in setting up nine spinouts in the seven years he was there.  
With the first spinout he was able to split his time between his role and being the managing 
director of it, but that became difficult and after a year he stepped back from the position.  
Finally he joined the incubator as the incubation manager.  The incubator is a non-profit with 
a board that is made up of members not shareholders.  The members are two universities and 
EMDA. 
Role of the incubator 
They are there to give companies a head start and an unfair advantage.  The unfair advantage; 
once companies are at the incubator they want it to be a beneficial environment for early 
stage technology businesses. So they provide plenty of networking opportunities and provide 
further resources such as scientific equipment and facilities as well as giving advice and 
support to the businesses as they need it.  Giving companies a head start; they look at 
companies prior to coming into the incubator and run a germinator programme that includes a 
number of universities.  They take earlier stage opportunities and help them to develop faster 
and better.  It is difficult to get companies to a stable state and a lot of companies waste the 
resources that are available, there is only a finite amount of resource and it is important they 
use it well and that is what the programme is designed to do.  The first thing they can help 
with is a location, especially moving companies out of universities.  It allows businesses to 
have a prestigious address.  They also get a location they can come to that enables them to 
network with other similar entrepreneurs.  They have tried to create a mini economy at the 
facility.  So they donÕt just have technology businesses, they have patent agents, book 
keeping companies, web design businesses, and a PR company all based in the facility.  A lot 
of early stage businesses donÕt have appropriate management.  They have academics and 
Technology Transfer Office staff involved.  Nobody owns it the way an entrepreneur would.  
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They place a person in for one day a week for up to a year and they are tasked with making it 
happen by driving the business forward and ensuring things are done.  They also get back up 
from the incubator team as well.  Not all companies need it but university spinouts often 
benefit from it and need it to succeed. 
The plan is that these entrepreneurs will join the start-up as it grows, if they get it right the 
entrepreneur will become the CEO, but itÕs too early to recruit a CEO.  The germinator is a 
contractual relationship.  The entrepreneurs get paid but less than a consultant would. 
Companies going through the germinator 
At the moment they can do up to 7 at any one time.  Their plan is to do 24 in three years, they 
have 6 on the scheme at present.  These groups get access to a germinator office with hot 
desks. 
Key external relationships 
They have tenants who are part of the mix of people that can help small technology based 
start-up businesses.  These are patent agents, PR, website designers, and others.  They have 
invited tenants from the right sectors and the community benefits from them being there.  
They also have some business support organisations that are important because they provide 
free support to companies.  They have now come together under an EMDA funded initiative 
with a number of regional universities to provide specific support for the technology 
businesses within the incubator within the specific sector.  That initiative is based at the 
incubator.  Advice is supplied on an appointment basis and they can also give small grants to 
help the businesses move forward.  Everybody in this sector knows each other quite well and 
they all come together each month to let each other know, in a round table forum, what they 
are doing and getting involved with.  The business support network meets once a month to 
know what is going on.  The support and business advice in the sector in the region is very 
organised. 
Universities are paramount and staying in touch is key, because of the technology that comes 
from them.  They strive to maintain good links, but it is easier said than done, as universities 
are complex organisations.  They keep in touch with the Technology Transfer Offices, 
departmental people, and academics; they do whatever they can to maintain those contacts.  
They also try to get their businesses to try and network with the universities too, although 
they try and guide them to the right places in the universities.  They also invite the university 
people to events they run, such as lectures.  They run events that normally bring about 40 or 
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50 people from business and universities.  They happen reasonably often.  They meet the 
people from the Technology Transfer Offices more regularly on a one to one basis. 
Visibility of University spinouts 
They get to see what the university wants to show them.  The Technology Transfer Offices 
are gatekeepers and a buffer between industry and academics and are there to stop academics 
from going out on their own and making mistakes.  But they maintain an ongoing dialogue 
and the Technology Transfer Offices know that the incubator is there for their spinouts. 
Investor relationships 
They have a good relationship with EMDA.  EMDA has invested a lot and they had to 
develop the relationship to get ERDF funding. 
Their relationships with investors is very important and they have good relationships with 
Catapult Venture Managers, who have invested in a number of their businesses, E-Synergy, 
and Lachesis.  In fact they are just about to join the club and have set up a small fund with the 
council to provide small amounts of pre-seed funding to the early stage businesses coming 
out of the germinator.  They will have done a years worth of due diligence on the businesses 
so they will have de-risked the investment to a degree and they hope that when other 
investors see that they have put money in they will be more willing to invest as well.  Makes 
them more proactive in setting up companies.  Because they are a non-profit they have had to 
set up a separate entity to run the fund. They can at the moment make investments of up to 
£50k but are looking to grow the fund to be able to make bigger investments later, they want 
to create a virtuous circle.  The germinator is one route to the fund, so they are not tied 
together but it is one route they can go and that pre-seed might be just what they need to get 
into a good position prior to seed corn funding from Catapult Venture Managers, E-Synergy, 
or Lachesis.  They can then use that money to get where they need to be to raise larger 
amounts from private venture capital houses. 
Involvement with non-spinout technology start-ups 
In the early days they went out and did promotion but now they are reasonably well known 
and companies come to them.  They are pretty full and most of the companies seem to be 
home grown and people in the East Midlands know the incubator and will come have a chat 
with them if they are after space.  They also keep a high profile with other businesses in the 
region in the sector.  They keep in touch with the large companies as well because many of 
their tenants want links and contacts for licensing.  It also provides opportunities for the 
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CEOs of their companies to meet the CEOs from larger organisations, which provides a good 
networking opportunity.  Further afield they network with the other incubators and they have 
started a regular incubator forum, its informal, and there are 15 incubators from across the 
UK that get together to compare notes.  They donÕt compete so there is an advantage to create 
synergy.  Questions go round the group and others respond with answers.  They are also 
developing relationships even further a field with two incubators in the US.  They also get 
together with other European incubators but that is mostly just talk.  If their companies want 
to get into the US they are hoping they can use their new US links to aid in that access. 
Recruiting entrepreneurs for germinator businesses 
He has CVÕs from people that have engaged with the incubator.  They also have a mailing list 
of several thousand contacts also.  The entrepreneurial people that come to the incubator 
looking to get involved come to the centre and he explains the germinator programme and 
retains their CV for later use when the need arises.  Because of his experience he is often able 
to spot the right person to get involved with the germinator businesses.  Some of the 
opportunities come with someone already, this happens about a third of the time and is 
normally from the academic businesses where the academic has contacts in the industry and 
has brought someone onboard already.  The rest of the time he has to find someone, normally 
from the CVÕs but sometimes he has to go and hunt around and use his broader network. 
Network gaps 
You can always improve the interaction between universities and the small companies within 
the incubator, it stems from the very different culture within universities and small 
companies.  Universities operate in the way the public sector does and often they are large 
and complex and tend to work okay with large companies because they can plug into each 
other at a senior level.  Small businesses often get put onto technology transfer people that 
donÕt have the power to make decisions.  Also within universities the timescales are different 
and so is the bureaucracy.  The companies at the incubator go to the universities for 
something and it will take the universities a long time to deal with.  The universities donÕt 
understand the timescales small businesses work to, so the expectations arenÕt matched.  
Universities arenÕt good at dealing with customers and donÕt really know what a customer is.  
Will also find that in universities it is very hierarchical and if you want a meeting with an 
important person it must be planned months ahead.  It gets in the way of trying to 
commercialise technology because you canÕt get the academics to meet with companies.  
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Many of the businesses in the incubator describe their relationships with the universities as 
very difficult.  It is an ongoing challenge. 
They are always looking for access to more people with money such as business angels, 
venture capitalists, and other investors.  It is a problem that the investment community is very 
much down in London, so many of the support organisations are now sending businesses 
down to London to get money.  It is an issue that if you hold an investment event in 
Nottingham you will struggle to get a good number of investors there. 
Internal incubator company network 
They do a lot to get the companies to network with each other but it is hard because they are 
scientists.  There are a number of companies that are collaborating, either in doing business 
with each other or collaborating for larger projects.  That collaborative activity is important 
and having businesses so close together is an advantage.  However, even though you would 
think that businesses working in the same building would know each other often this is not 
the case and opportunities are missed.  So itÕs not always the case that companies will 
network so they push the internal networking side.  They run evening seminars but also run 
showcases, where they get companies to tell everyone what they do, including a germinator 
showcase, new tenant showcase, and they have even invited outside companies in to 
encourage the growth of the network. 
Attracting big business 
Their companies take responsibility for their own marketing and look internationally to grow 
their businesses, but they do from time to time have big companies come in looking for 
companies to undertake work for them.  So they often run an event where the big company 
will present what they do and are interested in and the businesses within the centre will self 
select and come along to let the business know what they do. 
Closing the gaps 
With regard to the universities they have tried to bridge the gap by offering a service where 
the people that come to them from within the centre with a requirement are pointed at the 
universities but in a productive way that includes telling them the right person they should 
talk to that would be willing to engage with the SME.  ItÕs not just about the introduction but 
knowing a bit more about the universities so they can find the best person.  Universities are 
big places so it is still difficult.  They also ran a conference to try and bridge the gap about 
three years ago and it was interesting in terms of the differences that were highlighted 
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between the cultures.  They also collaborate in a knowledge transfer exchange that has a 
database of activity going on at the universities, itÕs good and telling you what people are 
doing but unfortunately it doesnÕt tell you who would be willing to work with you.  They also 
have vouchers that the SMEs can get to spend on research up at the universities and there is 
nothing that opens up the dialogue better than the promise of paid research.  They get a 
different reception when they have the voucher. 
On the investor side they try and encourage investors to come to the incubator.  They have 
had a number of investor events and worked with a local accountancy firm to try and start an 
investor club, but it hasnÕt gone anywhere.  They are still looking at that.  Now they have 
their own fund it could be different and they may be more willing to come in along side.  
They also work with Connect Midlands and GINEM to try and gain access to investors.  
They also communicate with the business angel networks.  Because of the complexity of the 
technology it can make it difficult to get business angel investment. 
Online relationship fostering and maintenance 
They use email extensively and have a website and intranet.  He has a LinkedIn profile and 
has a network of about 50 people.  He has found links through the site, particularly if he is 
looking in an unknown area.  He does feel he could get more out of it if he had the time to 
spend using it more.  For his champions he would like a more proactive relationship with 
them and he is looking at how he can use LinkedIn (he thinks LinkedIn is getting overrun 
with spam and isnÕt what it used to be and this is a view expressed by a number of his 
tenants) to have a group where he can post up information to a select group on whatÕs going 
on in the germinator.  He would like to tell them the companies that are going through the 
germinator so that people that have the necessary experience, which may not be on their CVs, 
can come forward.  That is what he would like to do, but heÕs not sure LinkedIn is the right 
place. 
Facebook is too socially orientated and he wants to be able to keep business away from his 
personal life.  Really wants a set of networks that are separate instead of having a general 
network where people can all see each other. He would like segregation. 
One of his tenants has a site for the sector that enables people in the sector to communicate, 
they have 60,000 active members and he is setting up a business for a social networking site 
for scientists and technologists that enables them to link in with their other online activity.  
Unfortunately the site isnÕt being used but the potential is there. 
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Interview 21 Ð Technology Entrepreneur 4: 
Background 
He was born in the US and went to school there until the age of ten.  He did some 
entrepreneurial type things there that included once a term building and selling things to other 
kids in the school.  Very early on the idea of making money from a business was embedded. 
He came to the UK and did things during the summers.  When he was 16 he went round the 
local estate offering to do gardening work.  By the end of the second summer he had a little 
business going with a few of his friends employed in it and he spent two days working and 
the rest of the time managing the businesses. 
He then went to university and didnÕt really do too much entrepreneurial activity there but 
was able to build up a network that he still uses today to aid in his business endeavours.  First 
proper business outside of university was to set up his own consultancy group at the age of 
24.  Used his biochemical engineering degree to be able to work in Belgium and other places 
drawing on his university background.  He then got picked up by a company in Canada to set 
up a business for them and that was his first directorial role at the age of 25.  He built them a 
European business.  At first he thought they were going to tell him how to do it but they 
recognised he knew how to do it so they left him to get on with it.  He did that for three years 
and then exited when they bought his shares from him and they then sold the business for a 
lot more than the price they had bought his shares from him for. 
He then was looking for something to do and had a 12-month non-compete, so after that time 
passed he set up a competing business.  In the year in between he needed to do something 
though and he recognised there was a gap in the market for good quality IT support for 
smaller professional businesses but not at £800 per hour rates, so there was a niche there and 
he set up a business that is now moving into a broader client base at the PLC level.  In the last 
6 years he has set up a further 2 businesses, one in which he just has a shareholding and one 
he is actively spending his time growing and developing. 
Key attributes 
Being able to determine what idea is commercial, there a millions of ideas out there, but the 
actual important trait of an entrepreneur is to take an idea and actually turn it into reality.  
There is a big gap between the idea and making it a reality and he thinks a lot of people donÕt 
realise how difficult that is to do.  The successful entrepreneurs are those that see an idea and 
how to get it to market.  The conversion is the prime skill. 
168 
Key external network connections 
It changes over time and as you develop and your businesses develop you need different 
relationships and skills and recognising where the short falls are is a good skill.  If you look 
at any good entrepreneur they will know where their limitations are, even if they may not 
admit them in public. 
First starting point would be his father who has a good business head and who he will run 
things past.  From university friends he has some friends who are running listed businesses 
and he runs ideas past them.  You also need good legal support at a professional level but also 
just people who know about things like HR and contracting law that you can go to for advice.  
You also need good accounting support and hopefully someone you can phone up and run 
ideas past.  DoesnÕt need too much help in setting businesses up and running them.  The key 
thing is having that broad network that you can bounce ideas off and internally it is hiring 
people you supplement your skill set. 
Depending on what market you operate in, being a small business with a good network of 
people you can work with is key to allowing you to deliver bigger projects.  In the technology 
field you canÕt have the skills to do everything you need to do in house, it is nigh on 
impossible, so you need that network to allow you to have access to those skills without 
feeling that you are getting the run around from people.  For example he has been going to 
the states for a while now and going to conferences in his area and he has made connections 
over two years that are only now coming to the fore.  He now knows their strengths and 
weaknesses and they are starting to work together.  He would never have gone into business 
with them after two weeks.  DonÕt under estimate the time it takes to develop relationships.  
The advantage of that network is not just the ability to call on them for business purposes and 
bring them in, the softer advantages are that if you treat them well they are in your camp and 
they act as advocates for the business, which for a small business is very important, they 
bring a depth to your business that you wouldnÕt have otherwise and so you can run things 
past them.  And in a lot of cases if they are small too they feel part of a bigger entity that 
joins up to do big projects.  ItÕs something that 20 years ago wouldnÕt have happened.  Need 
to be much more open to working with people and so your social and communication skills 
need to be quite developed. 
 
 
169 
Involvement with investors 
He has had some good, bad, and ugly experiences.  There are a number of sources of funding; 
these are friends, family and fools, associates you know that understand what you are doing, 
Banks (not as good as they used to be), the venture capital community (who are very fashion 
driven and they will gravitate to that, they are a necessary evil if you have no other alternative 
in the other groups), and grants and public sector funding (which is very hard to get hold of 
and you can generally make money faster than you can get it from them). Grant funding is 
good for science businesses and research but not good for commercial businesses. 
In terms of his businesses he has tended to use friend and family investment to get businesses 
started.  Only ever borrowed from the bank under personal guarantees.  For his last business 
he took a small firms loan guarantee and at that point he had the next group of people, 
associates, who knew what he was doing and wanted to put money in and be part of the 
business.  His view is that people who put money in and then sit at arms length are difficult to 
deal with and can be a pain, people who put money in and then come into the business with 
you are much better and more effective in terms of driving the business forward. 
Network gaps 
Biggest one is the culture of the country.  The country has lost its ability to be entrepreneurial 
and so people arenÕt willing to take the risk and become entrepreneurial.  Been over run by 
bureaucracy.  So that is a big issue and you are fighting against a general non-understanding 
of entrepreneurial activities. 
If you look at the support network for small businesses and start-ups there is lots of services 
out there but it is fragmented and what you really need to find is someone who has really 
done it before, not the Business Link type organisations.  You need someone who can come 
in and give you the advice that is going to get you to the place you need to get to the quickest. 
Funding wise this country has been terrible at funding and people donÕt understand that going 
bankrupt is not necessarily a bad thing.  In the US, which has a good entrepreneurial culture, 
you have a country that says that you are going to go bust once or twice and itÕs going to 
happen and thatÕs how you learn to get it right.  In the UK you arenÕt allowed to get it wrong 
at all, so you have a system that is risk averse and is difficult to get funding from in the first 
place. 
There is a skills gap and management in this country has become poor because we donÕt train 
leaders anymore, we train people to be the same as appose to being unique.  For his guys he 
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encourages them to be unique and they have unique skills and he ensures they make the best 
of those skills and hone them. 
In terms of running a business, we could do with much more people learning how to run and 
manage a business and understand what the mechanics are of doing that.  Like with all things 
theory is one thing but the best way to learn is to go out and have a go.  You canÕt really set 
up a fake business for people to go out and try to run though.  One company he knows of 
used to get their managers on the fast track scheme to go into a manufacturing plant they had 
and throw them in at the deep end to learn how to run it.  Not sure how you could do that to 
train people in business management, but if you could work that out it would help close many 
of the gaps.  There is a whole sub industry in the UK with people trying to fill the gaps and 
he is not convinced they are really qualified to do so. 
Online means to foster and maintain relationships 
He first started with email, his network is global and one of the easiest ways to maintain 
contacts was email during the 1990Õs.  More recently he has used LinkedIn to help maintain 
his network. 
He hasnÕt had any opportunities come through LinkedIn, it has been more about keeping in 
touch and when there is an opportunity you know how to get hold of someone.  He only joins 
groups on the site when he is looking at a particular area.  There is tendency to spend lots of 
time on LinkedIn trying to re-establish contacts when the best thing to do would be to phone 
them up and go and see them, human contact is really important.  One of the reasons that 
businesses are generally poor at communications and selling is because they expect 
customers to come to them, but you still need to be able to effectively communicate to turn 
leads into customers and customers into sales.  He has seen the communication skills of 
people coming out of university decrease, maybe this is because of the technology focus but 
as a good entrepreneur and business owner you need to ensure you build the communication 
skills within your organisation.  The online community has a role to play but you canÕt 
disregard the traditional methods of networking and going to a focal point and building the 
relationship.  You learn so much more from one to one interaction. 
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1. Executive Summary 
The aim of InnDie Ltd is to establish its Online Innovation Business Network (OIBN) as 
the United Kingdoms leading free online business creation and business opportunity 
brokering network, linking academic institutions, entrepreneurs, industry, investors, 
business support organisations, management support providers, and the government 
together to generate commercial opportunities that produce real economic value. 
Underpinning the network is a set of tools that enable its members to undertake robust 
online business planning as individuals or within teams, publicise business opportunities 
to the network, and search business plans and business opportunities from across the 
network for investment consideration, collaboration prospects, or commercial 
opportunities. 
The OIBNÕs competitive advantage is that it will operate in a niche that no other 
competitor occupies and targets a unique combination of users with a unique offering of 
tools designed to empower the entire network to create and seek new value generating 
commercial opportunities. 
An investor is being sort to provide seed capital to aid in financing the development of the 
OIBN.  This investment will be used in conjunction with government grant funding to 
enable the network to reach critical mass and begin generating profit from advertising 
sales. 
It is proposed that a 30% stake in the business be made available for an investment of 
£75,000, with £27,000 taken in ordinary shares and £48,000 taken as preference shares; 
repayable after five years or on the sale of the business and having a cumulative coupon 
of 10% net.  The investment would be for a period of five years prior to seeking the trade 
sale of the business for an estimated sum of £3,007,842. 
The business is forecasted to have strong growth prospects on a conservatively estimated 
user population, peaking at 466,362 members at the end of the fifth year.  The business is 
forecast to see a turnover of £279,708 by the end of the second year increasing to 
£2,895,481 by the end of the fifth year.  These turnover projections are underpinned by 
net profit figures of £64,688 and £1,897,124 respectively. 
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2. Introduction 
2.1. Business Summary 
InnDie Ltd is a start-up company focused on building online business networks deigned 
to bring together different individuals and organisations, with underpinning tools, to 
generate economic value. 
The online innovation business network (OIBN) is intended to bring together academic 
institutions, entrepreneurs, industry, investors, business support organisations, 
management support providers, and the government to develop new commercial 
opportunities.  This will be accomplished by allowing network members to produce and 
publish business plans for investor scrutiny and business opportunities that promote 
offerings or seek support. 
The key to the network will be the set of tools and databases that underpin it.  The central 
tools being the business planning application that enables network members to produce 
robust business plans that can be viewed across the network and the business opportunity 
brokering application that allows members to proactively make offers to the network or 
seek support.  Feeding the business planning tool will be a series of models designed to 
aid with the financial planning of different kinds of revenue streams.  Two databases will 
form the backbone of the network; these will be the business plan and business 
opportunity databases that will allow members to search for commercial opportunities.  In 
addition to the tools and databases, information will be provided covering numerous 
business development areas including advice on ways of securing government grants and 
wider funding from financial institutions and investors. 
The OIBN will be free to join for all parties and InnDie Ltd will generate revenue through 
online advertising sales.  This will require building a critical mass of users following the 
launch of the site and will be dependent on growing the amount of business opportunities 
and business plans available through the site to draw in members. 
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2.2. Proposed Investment 
InnDie Ltd is seeking an investor to provide seed capital to aid in financing the 
development of the OIBN.  This investment will be used in conjunction with government 
grant funding to enable the network to reach critical mass and begin generating profit 
from advertising sales. 
It is proposed that a 30% stake in the business will be made available for an investment of 
£27,000 in ordinary shares and £48,000 in preference shares.  This investment would be 
for a period of five years prior to seeking a trade sale at the end of the five-year period for 
an estimated sum of £3,007,842. 
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3. Business Description 
3.1. Business Opportunity 
The OIBN offers each of its potential member groups an attractive value proposition that 
can be developed individually or in partnership with other network members.  For 
academic institutions the network offers the ability to publicise research funding 
opportunities, seek management support for early stage ventures, and promote licensing 
prospects.  It additionally enables academic entrepreneurs to undertake business planning 
for investor consideration.  For entrepreneurs and industry the network will offer the 
opportunity to promote offerings to the network as well as seek collaborators and support.  
Both groups will also be able to work individually or in teams to produce business plans 
for investor scrutiny.  Network members will be able to gain greater exposure by 
publishing their business plans across the network to a much wider investor audience, 
increasing the chances of real interest.  Investors will be offered the ability to scan the 
database of business plans available through the network in a proactive manner to find 
suitable investment candidates for further exploration.  This will increase potential 
investment opportunities and significantly speed up the scanning process.  Finally, 
government information will be made freely available through the network targeted at 
supporting new business development.  This will include access to funding guidance 
through the different regional development agencies. 
3.2. Background 
The idea for the business has been developed since April 2009 and has been based around 
offering a network with a value proposition beyond that of existing online business 
networks, that being the availability of real business opportunities as well as business 
planning services. 
3.3. Current Status 
At present designs have been developed for the overarching network, the business 
planning tool, business opportunity brokering tool, and the two key databases.  These 
designs are now ready to be embodied into website form. 
Engagement is being planned with the potential member population in order to grow 
interest prior to undertaking the beta test phase of the network.  This engagement is being 
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targeted in the first instance toward the East Midlands region and will involve interaction 
with the East Midlands Development Agency as well as engagement with entrepreneurs, 
industry, academic institutions, business support organisations, management support 
providers, and investment groups, who will be accessed through contacts held by the 
managing director as well as through Nottingham University and the East Midlands 
Development Agency. 
3.4. Management Team 
The management team of the business consists of the three founding members who 
currently own an equal share in the business: 
Simon Ling Ð Managing Director (33): 
Simon holds a Masters in Systems Engineering from Loughborough University and an 
MBA in Entrepreneurship from Nottingham University Business School.  He brings 
experience of leading large scale business planning and financial management activities 
from a global FTSE100 company as well as customer, supplier, and partner engagement 
expertise.  He has also been personally responsible for setting up numerous internet and 
intranet websites on behalf of his previous employer. 
Simon Dibble Ð Technology Director (29): 
Simon holds a Masters in Systems Engineering from Loughborough University as well as 
a PhD in Sonar.  He brings a significant amount of process engineering experience to the 
firm and is skilled in hands on database driven website design and development. 
Rhys Ling Ð Operations and Finance Director (29): 
Rhys holds a Bachelors degree in Ergonomics from Loughborough University.  He brings 
experience of website process design to the business and has been responsible for the 
development of several complex websites.  He also brings several years of operations and 
financial management expertise to the organisation. 
3.5. Organisation 
Based on the particular attributes of the founders, the organisation will be divided into 
two value streams underpinning a central management function as shown in the figure 
over the page: 
178 
 
Figure 1: InnDie Ltd Organisational Chart 
The OIBN Management stream will focus on the development and support of the 
network website and will be managed by the Technology Director.  In the first 
instance this stream will be responsible for building the beta version of the website, 
followed by testing and improvements ready for formal launch.  After launch the 
stream will focus on support of the overall network and developing new tools and 
wider functionality as required to maintain a differentiated position. 
The Customer Engagement stream will be concerned with user and advertiser 
engagement, with the Managing Director responsible for user engagement and the 
Operations and Finance Director responsible for advertiser interaction.  Prior to the 
formal launch of the network, user engagement will be undertaken covering all major 
groups.  In parallel with this, advertiser engagement will be undertaken ready for 
beginning the beta testing phase.  The stream will focus on bringing onboard 
advertisers that target the business market with products and services needed by start-
up and early phase businesses. 
The Managing Director will be responsible for the overall management of the 
organisation with the Operations and Finance Director charged with the day-to-day 
management of the Central Management Function. 
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3.6. Core Competence 
InnDie Ltd has two core competencies underpinning the business; these are systems 
engineering process design and customer engagement: 
3.6.1. Systems Engineering Process Design 
Systems engineering expertise is the key core competence of the business and is utilised 
for the process design of the entire network as well as that of the business planning and 
business opportunity brokering tools, the business opportunity database, and the business 
plan database.  Rigorous process design has enabled the entire network to be modelled 
prior to developing the website itself and will significantly increase the speed of 
development. 
3.6.2. Customer Engagement 
The founders of the business bring significant customer engagement experience covering 
customer, supplier and partnership relationships.  This expertise will be leveraged to build 
the network membership and will be used to understand the ongoing needs of the 
different user groups in order to be able to continually develop the services offered 
through the OIBN. 
 
180 
4. The OIBN Service Offering 
4.1. The Service 
The OIBN will be free to join for academic institutions, government, industry, 
entrepreneurs, business support organisations, management support providers, and 
investors and there will be no limit to how many people can join from any given 
organisation.  On joining users will be required to identify their business interest areas 
and a profile will be created that can be tailored to meet the needs of each individual user. 
The profile can then be used to communicate with the rest of the network through a 
mixture of group and direct channels.  Building on this overall network architecture will 
be the central business planning and business opportunity brokering tools, the business 
opportunity database, and the business plan database.  These elements will differentiate 
the network from other business networks and allow members to undertake robust 
business planning as individuals or within teams, publicise business opportunities, and 
search business plans and business opportunities from across the network for investment 
consideration, collaboration prospects, or commercial opportunities. 
The advantage of business planning through the OIBN is that team planning is easily 
achieved between geographically dispersed individuals, all business plans are securely 
stored and version controlled, and published plans can be assessed by a broad cross 
section of potential collaborators. 
4.2. Technology 
The technology behind the OIBN is in wide use by many commercial organisations and 
forms the basis of many modern websites.  This technology is XML (eXtended Markup 
Language), which is a language used for designing the user facing elements of websites, 
and SQL (Structured Query Language), which is a language used for designing the 
databases that underpin interactive websites. 
4.3. Protection 
Being a trade secret will protect the business planning and business opportunity brokering 
tools and the two main databases from direct reproduction, however the nature of the 
internet means that ideas and functionality can be replicated in many different ways.  As 
such the business will look to maintain its initial differentiated advantage by continually 
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innovating and developing the OIBNÕs service offering based on feedback directly from 
users and data collected through the website. 
4.4. Development Plans 
The designs for the OIBN, including the business planning and business opportunity 
brokering tools, business opportunity database, and the business plan database, have 
already been developed ready for encapsulation within the website. 
Full scale development of the OIBN website will commence on receipt of funding and 
will last for six months.  This will involve an initial three month development period 
followed by a further three months of beta testing and improvements.  The official launch 
of the website will be undertaken at the end of the sixth month. 
Following the launch of the OIBN development activity will continue at a lower level to 
maintain a differentiated position and will include the addition of greater overall 
functionality and the provision of further business tools. 
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5. The Market Environment 
5.1. Market Context 
Although the UK has been in a recession since the end of 2008 the growth in online social 
networking and online advertising has not been affected and both are on the rise (Mintel, 
2009; Fenn, 2009).  The UK is seen as a European leader in social network usage with 
market penetration growing rapidly across all demographics including a significant 
increase in more mature users targeting both mainstream and more practical networking 
sites (Mintel, 2009).  Ofcom estimated in November 2008 that 50% of all UK 18+ 
internet users accessed social networking sites (Mintel, 2009). 
Facebook has been the major market share winner in the UK with approximately 45% of 
the market (Mintel, 2009), however monetisation has been a major issue for the company 
and many other generic social networking sites with investor funding being relied upon.  
This group now faces a major challenge to attract greater levels of advertising to their 
sites as investor funding begins to dry up.  The realisation that market share is not as 
important as targeting users with contextual and relevant advertising is beginning to dawn 
on the market and a shift is beginning to occur. 
Adding to the pressure of monetisation, social networking sites such as Facebook are now 
facing down competition from some well-known internet companies.  Social networking 
sites have seen a convergence of services as they have developed and now Google, MSN, 
and Yahoo! are entering the market with offerings of their own that bring together many 
elements of their services in a social network format. 
Moving into the niche area of business networking, LinkedIn is the market leader and has 
been growing rapidly and profitably attracting both advertisers and investors with its 
targeted offering (Mintel, 2009).  LinkedIn markets itself as a business knowledge 
network and now has over 2m users in the UK and has seen an increase in its user base as 
a result of the recession, reporting a 25% global increase in the rate of sign ups to 1m 
every two weeks since September 2008 (Mintel, 2009). 
LinkedIn faces no significant challengers in the business network market, however there 
are many comparable sites operating that offer similar smaller scale networking 
opportunities and services to the UK business community. 
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Online advertising is the fastest growing advertising medium in history and the Internet 
Advertising Bureau (IAB) estimated that £2.81bn was spent on online advertising in 
2007, up 39% on the previous year (Fenn, 2009).  The growth in online advertising has 
predominately been seen by the niche sites that cater for specific interests and therefore 
can be more easily targeted by advertisers, this has been further stimulated by a growth in 
more mature users accessing these more practical sites. 
5.2. Market Analysis 
5.2.1. Size and Growth 
The market for the OIBN in the UK will be made up of academic institutions, 
entrepreneurs, industry, business support organisations, management support providers, 
and investors.  Specific information relating to entrepreneur and investor numbers in the 
UK is not freely available and there are approximately 145 academic institutions 
excluding the Open University and those under 1000 students, with 8 in the East 
Midlands region. 
From information found on the UK Department for Business, Innovation and Skills (BIS) 
website there were 1,203,260 private sector small to medium enterprises (SMEs) 
employing between 1 and 99 people in the UK and 3,460,360 SMEs with no employees 
other than the owner at the end of 2007.  In the East Midlands region these numbers were 
86,740 and 239,445 respectively.  This represented a growth of 7.8% nationally and 
15.5% in the East Midlands since 2005. 
The above figures will be used to estimate the addressable market with the assumption 
that the SME category captures a reasonable amount of entrepreneurs.  However it is 
recognised that many businesses operating at the end of 2007 will no longer exist as a 
result of the recession, as such a conservative 20% penetration of the East Midlands 
market and 10% of the UK market will be assumed.  This results in a target market in the 
East Midlands of 65,237 and the UK of 466,362, with a further assumption that only a 
single user will access the site from each company.  Although it must be recognised that 
any number of people from a single company may sign up to and use the OIBN. 
It is assumed that the target market in the East Midlands will be met by the end of year 2 
and the UK target market will be achieved by the end of year 5.  Additionally, to aid in 
advertising revenue modelling the target markets will be further segregated into three 
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groups based on usage, with 15% representing high use, 50% medium use, and 35% low 
use. 
5.2.2. Market Attractiveness 
Although parts of the market are being targeted by business networking sites of various 
types, no one site is looking to bring all the parties previously identified together in one 
place to create economic value.  As such the OIBN represents a unique offering to a 
market in need of value creating opportunities. 
5.3. Competitor Analysis 
The generic social networks, such as Facebook, are not deemed to be direct competition 
to the OIBN.  The existing competition comes from two sources, business networks and 
open innovation networks. 
5.3.1. Business Networks 
Business networks cover a wide number of areas from broad business networks for all 
business people to specialised networks for venture capitalists, angel investors, and 
entrepreneurs.  Although there are a large number of small networks in operation in the 
UK, by far the leading networks are LinkedIn, Xing, Ryze, and Talkbiznow.  LinkedIn 
has the largest global presence with over 41m users, with Xing next inline with 7m users 
globally. 
All these sites offer similar functionality in terms of networking, with users able to set up 
a profile and then connect and communicate with other users.  Common services across 
the sites include group discussion areas, job searching and posting, and secure network 
communications.  Differentiation has taken place with some sites offering further services 
including video conferencing, calendars, file storage, and online chat.  The majority of 
sites provide their services for free and rely on generating advertising revenue. 
5.3.2. Open Innovation Networks 
Open Innovation networks represent another niche in online business networking, with 
sites such as NineSigma, InnoCentive, and YourEncore being the most popular. 
The main focus of the sites is to connect companies seeking innovative ideas or solutions 
to networks of scientists, engineers, and inventors in order to solve real issues.  
NineSigma does this by enabling innovation seekers to release RFPs (Requests For 
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Proposals) to the network for solution providers to bid on and InnoCentive accomplishes 
this by organisations offering challenges to the network with a financial award for the 
best solution.  YourEncore is slightly different in that it connects companies seeking 
innovative ideas with retired engineers and scientists.  All three of these sites are used by 
large corporations seeking innovation and reflect versions of the model used across the 
majority of open innovation networks. 
5.4. Competitive Advantage 
The OIBNÕs competitive advantage is that it targets a unique combination of users with a 
unique offering of underpinning tools designed to empower the entire network to create 
and seek new value generating commercial opportunities. 
The network will operate in a niche that none of the identified competitor groups occupy.  
No other business network offers the ability to undertake business planning activity and 
share this information to stimulate investor interest.  Additionally, no other open 
innovation network offers the ability to provide the breadth of business opportunities to 
the specialist users within the network. 
 
186 
6. Business Strategy and Plans 
6.1. Strategic Vision 
The strategy for InnDie Ltd is to establish the OIBN as the United Kingdoms leading 
online business creation network, linking academic institutions, entrepreneurs, industry, 
investors, business support organisations, management support providers, and the 
government together to generate commercial opportunities that produce real economic 
value. 
6.2. Business Model 
The OIBN will provide free business networking and business creation services to its user 
community supported by advertising revenue.  For this model to work effectively it is 
reliant on providing services that the target audience will want to use, attracting 
advertisers to the site with offerings tailored to the user population, and attracting a 
critical mass of users across the identified groups to generate advertising revenue and 
create business opportunities. 
From a service standpoint the OIBN offers a unique set of tools to enable users to offer 
and seek business opportunities, create detailed business plans, and search for business 
plans for investment consideration and business opportunities for commercial 
engagement. 
Specialised networking sites are better able to attract advertisers due to the more focused 
interests of the target audience.  As such the business will target advertisers seeking to 
exploit the needs of the business and investment community. 
A critical mass of users will be generated by a number of means.  Unlike many other 
online service offerings, a direct sales approach will be taken to engage with the potential 
user community to raise awareness of the OIBN and its unique services.  Added to this, 
selected online advertising will be undertaken as well as seeking to generate as many 
links to the site as possible in order to raise the search profile of the network. 
187 
6.3. Objectives and Milestones 
To accomplish the goals of InnDie Ltd three parallel business streams will be undertaken, 
each under the leadership of one of the business founders. 
6.3.1. OIBN Management Stream 
This stream will commence on business start up by taking the designs and spending the 
first three months developing the website ready for beta testing.  The next three months 
will then be spent beta testing the live site and further developing it ready for its official 
launch at the end of the sixth month. 
Following the formal launch of the site continual development will be undertaken to 
constantly increase site functionality and provide further business tools to the user 
population. 
6.3.2. User Engagement Stream 
This stream will begin by focusing predominantly on the East Midlands region during the 
first two years prior to moving to concentrate on the whole of the UK from year three 
onwards. 
The first three months will be spent building awareness of the OIBN and seeking a small 
sample of users from across the potential user community to aid in beta testing the site.  
From the end of month three until the end of year two focus will be placed on building the 
user base through direct means from across the East Midlands region, this focus will then 
shift from year three onwards to engage with groups across the entire country. 
In parallel with the direct engagement approach, advertising will be undertaken on a 
regular basis during the five years targeting all identified user groups across the UK. 
6.3.3. Advertiser Engagement Stream 
This stream will take a direct approach to advertiser engagement during the fives years in 
order to ensure the quality of advertising content and maximise revenue generation. 
The first three months will be spent seeking advertisers willing to come on board to 
advertise on or sponsor the site during the beta testing phase.  From month three to six the 
focus will then change to seek advertisers willing to advertise on the site following the 
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formal launch.  From month six to year five the business will then look to build its 
advertiser base. 
6.4. Marketing and Sales Plan 
6.4.1. Marketing 
Once the site is up and running in beta form marketing activity will commence and 
consist of three parallel streams of activity.  The first will be to begin an online 
advertising campaign focused on the larger potential user groups of entrepreneurs, 
businesses, academic institutions, and investors.  The most popular sites used by these 
groups will be targeted.  The second will be to use the network of contacts the business 
has gained to undertake a personalised email campaign promoting the benefits of the 
OIBN to industry, entrepreneur, academic, and investor groups.  The final stream of 
activity will be to produce a number of promotional business cards for the OIBN to be 
used during direct sales engagements. 
6.4.2. Sales 
The approach to sales will be by direct means, both to the target user base and advertisers, 
and involve two of the founders travelling the UK to engage with potential users, 
advertisers, and regional development agencies to stimulate interest in and support for the 
OIBN.  The secondary objective of the direct sales approach is to gain support for the 
OIBN by seeking groups willing to make links from their websites to the network.  This 
will aid in directing traffic to the OIBN as well as increasing its online search result 
rankings. 
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7. Investment Proposal 
7.1. Business Valuation 
Figure 2: InnDie Ltd Business Valuation 
As shown in figure 2 the initial value of the business for investment purposes is based on 
£15,000 worth of effort in producing the network design and £75,000 in grant funding 
from the East Midlands Development Agency, which will be matched by the investor.  
This gives an initial value for the business of £90,000.  The value of the business after the 
forecast five year period is estimated to be £3,007,842 based on a discounted cash flow 
valuation with a discount rate of 5%. 
The grant from the East Midlands Development Agency falls under the research project 
category, which is aimed at assisting SMEs to examine the technical and commercial 
viability of innovative technology.  To qualify the business must have less than fifty 
employees, the level of costs covered must be under sixty percent, grant award should be 
between £20,000 and £100,000, and the project duration should be between six and 
eighteen months.  In addition to these criteria the agency is additionally seeking that grant 
awards go to businesses that support the regional economic strategy, which the company 
will accomplish by stimulating economic value creation across the region. 
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7.2. Deal Structure and Exit 
Figure 3: InnDie Ltd Investment Deal Structure 
Figure 3 details the investment deal structure proposed for the business.  Prior to 
investment the three owners hold 333 shares in the company equal to a 33.3% ownership 
stake each.  It is proposed that the investor take a 30% stake in the business for £27,000 in 
ordinary shares and £48,000 in preference shares.  This would equate to 428 ordinary 
shares and reduce the ownership stake of the three founders to 23.3% each.  The 
preference shares would be redeemable after five years or on the sale of the business and 
be preferred for dividends at a coupon rate of 10% net once the company reaches 
cumulative profit.  Based on current forecasts the first dividend of £14,400 will be paid in 
year three followed by dividends of £4,800 in years four and five. 
There are two possible exit routes at the end of the five year period.  The preferred route 
will be to undertake the trade sale of the business to a larger internet networking firm for 
a value close to the identified future value of the firm of £3,007,842.  The second possible 
exit route for the investor will be to be bought out by the business for a value currently 
estimated at £935,953 including the preference share commitment. 
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7.3. Investment Return 
Figure 4: InnDie Ltd Investment Return 
Figure 4 identifies the estimated returns for the owners and investor if the trade sale 
route is taken.  The exit value has been calculated based on the ownership stake of 
the two parties after the preference shares have been settled.  This equates to a return 
of £2,071,890 and an IRR of 168% for the owners and a return of £887,953 and an 
IRR of 101% for the investor. 
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8. Financial Analysis 
Appendix B provides the detailed financial data that was used to produce the income 
statement, balance sheet, and cash flow statement contained within this section. 
8.1. Income Statement 
Figure 5: InnDie Ltd Five Year Projected Income Statement 
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8.1.1. Notes and Assumptions 
For advertising revenue it is assumed that the full target market numbers are reached at 
the end of year two for the East Midlands and at the end of year five for the rest of the 
country. 
Cost of sales is assumed to include marketing and hosting with both growing with 
inflation at 5%.  This inflation rate is also assumed for rent down to travel and 
subsistence. 
Directors remuneration is assumed to be £90,000 in the first year, although £15,000 has 
been taken to the Balance Sheet to represent the value of the website intangible asset.  
Remuneration then increases by £30,000 in years two, three, and four before levelling off 
in year five. 
National insurance has been assumed at 14.5% of salary for all employees and pension set 
at 3.6% of salary for year three onwards. 
Rent and associated cost are brought in from year three onwards.  This includes bringing 
on a support employee in year three and a further support employee in year four.  The 
salary assumed per employee is £15,000 in year three growing with inflation at 5%. 
Vehicle costs assume two individuals driving 25,000 miles each, claiming 40p a mile for 
first 10,000 miles and 25p a mile for the next 15,000 miles.  Travel and subsistence 
assumes four hotel stays per week across the employee base. 
Legal, professional, consultancy down to bank interest and charges have been factored 
based on the turnover of the business, however a higher year one rate has been assumed 
for bank interest and charges to cover the set up of the organisation. 
Depreciation of £7,500 has been taken from year two onwards to cover the fall in value of 
the website intangible asset in the Balance Sheet. 
Corporation tax has been calculated at 21% up to £300,000 turnover, rising by 1% for 
every additional £200,000 of turnover up to a maximum rate of 28% above £1,500,000. 
Dividends are claimed for the preference shares from year three onwards, with the first 
payment covering the first three years commitment. 
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8.2. Balance Sheet 
Figure 6: InnDie Ltd Five Year Projected Balance Sheet 
8.2.1. Notes and Assumptions 
The value of the intangible asset represents the website and is made up of £15,000 in 
effort to produce the designs prior to the formation of the business and £15,000 
representing six months effort following start up.  This asset then depreciates at £7,500 
per year from year two onwards. 
Debtor levels increase as a result of a sixty-day delay in payment terms; therefore two 
months at the end of each year remain to be paid.  Creditors remain at reasonable levels 
throughout the five years as a result of minimal costs and thirty-day payment terms. 
Share capital is made up of the £15,000 of effort prior to the formation of the business 
and the value of the ordinary shares and preference shares purchased by the investor for 
£75,000.  The initial value of the reserves represents the grant funding gained by the 
business. 
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8.3. Cash Flow Statement 
Figure 7: InnDie Ltd Five Year Projected Cash Flow Statement 
8.3.1. Notes and Assumptions 
The carried forward value of £150,000 includes the grant funding plus investor capital.  
Sales values represent sixty-day payment terms. 
All costs for the business are assumed to be on thirty-day terms except for marketing, 
directors remuneration, NI, wages, pension, and rent that are all paid within each month. 
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Corporation tax and dividend charges taken at the end of each year in the Income 
Statement are paid at the beginning of the following year in the Cash Flow Statement. 
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9. Risk Analysis 
9.1. Technical Risks 
RISK: Failure to develop the network by beta launch 
RISK LEVEL: Low 
MITIGATION PLAN: Extensive design work has been carried out to ensure that the site can 
be developed in a short period of time.  However the development of the site will be 
closely monitored and if timescales begin to slip the other founders will provide technical 
support as required. 
RISK: Failure to deliver a reliable platform by formal launch 
RISK LEVEL: Low 
MITIGATION PLAN: Beta testing should provide a robust means of ensuring that the site is 
stable prior to launch, however if issues are faced by the business the founders and any 
available associates will be used to test specific aspects of the site to ensure stability prior 
to the launch date. 
RISK: Abuse of the site 
RISK LEVEL: Medium 
MITIGATION PLAN: In the case of abusive behaviour on the site users will be able to flag 
this activity to the company so that corrective action can be taken swiftly to resolve any 
issues. 
RISK: Loss of key personnel 
RISK LEVEL: Low 
MITIGATION PLAN: Measures will be taken within the business to ensure systemisation of 
key processes to enable smooth operation when personnel are lost. 
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9.2. Financial Risks 
RISK: Higher than forecast expenditure 
RISK LEVEL: Medium 
MITIGATION PLAN: The actual spend by the business will be closely monitored to ensure 
adherence to plan.  If expenditure begins to increase above plan, alternative courses of 
action for business activity will be defined and implemented. 
RISK: Withdrawal of grant funding 
RISK LEVEL: Low 
MITIGATION PLAN: The business will be working very closely with the East Midlands 
development agency to ensure their objectives are met through the network, however if 
funding is withdrawn the business will seek the support of investors to provide equity 
funding equivalent to the value of the grant. 
9.3. Customer Risks 
RISK: Failure to generate reasonable beta user levels 
RISK LEVEL: Medium 
MITIGATION PLAN: Given the direct sales approach it will be quickly determined if user 
numbers are not going to be met.  In this case the membership drive will move beyond the 
East Midlands region. 
RISK: Failure to generate the user base as planned 
RISK LEVEL: Medium 
MITIGATION PLAN: Due to the direct sales approach and the ability to monitor user 
numbers it will be quickly identified if numbers are going to be below expectations.  In 
this case the business will accelerate plans for expansion beyond the East Midlands 
region and seek users from all groups across the entire country. 
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9.4. Advertiser Risks 
RISK: Failure to attract advertisers 
RISK LEVEL: Medium 
MITIGATION PLAN: The business will know quickly if advertisers are unwilling to use the 
network due to the direct approach being used.  If advertisers are not drawn to the site 
third party internet advertising companies, i.e. Google Adsense, will be used to bridge the 
gap and generate revenue whilst continuing to pursue direct advertising revenue. 
RISK: Tax on internet advertising 
RISK LEVEL: Medium 
MITIGATION PLAN: There is a possibility that the UK Government will introduce taxation 
on internet advertising in the near future.  The business will monitor this potential law and 
be ready to modify forecast revenues accordingly. 
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10. Summary 
Online networking and advertising are still growing strongly in the UK and are bucking 
the recession trend, offering an attractive growth market for the right specialised service. 
InnDie Ltd believes that its OIBN is that service and aims to become the United 
Kingdoms leading free online business creation network, linking academic institutions, 
entrepreneurs, industry, investors, business support organisations, management support 
providers, and the government together to generate business opportunities that produce 
real economic value. 
The competitive advantage of the OIBN is that it will operate in a niche that no other 
competitor occupies and targets a unique combination of users with a unique offering of 
tools designed to empower the entire network to create and seek new value generating 
business opportunities. 
Together with government grant funding, it is proposed that a 30% stake in the business 
be made available for an investment of £75,000, with £27,000 taken in ordinary shares 
and £48,000 taken as preference shares; repayable after five years or on the sale of the 
business and having a cumulative coupon of 10% net.  The investment would be for a 
period of five years prior to seeking a trade sale of the business for an estimated sum of 
£3,007,842. 
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Figure 8: Detailed Financials Ð Year One 
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Figure 9: Detailed Financials Ð Year Two 
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Figure 10: Detailed Financials Ð Year Three 
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Figure 11: Detailed Financials Ð Year Four 
 
 
 
 
 
207 
Figure 12: Detailed Financials Ð Year Five 
 
